Fhe NATIONAL, 
UNDERWRITER 


Like InAawiance 








As every man in the field knows, sharp cutting sales tools are mighty 
valuable. State Mutual, we believe, has a good kit . . . tools to 
saw your way through sales resistance, to hammer a point home, 
to plane off a rough presentation . . . tools to measure a prospect’s 
needs, to level off production curves, to chisel out for oneself a suc- 


cessful career. 


Working closely with a Sales Promotion Committee appointed by 
the General Agents Association, State Mutual is on its toes to pro- 
vide its field organization with effective sales aids. Nor is it afraid 
to try something new or different. 


Take a look at the State Mutual chest of sales tools. It’s not only 
complete but the cutting edges make the sales chips fly. 
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Retirement need not worry Your clients 
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Many of your clients are doubtless employed by concerns or busi- P 


nesses which have adopted the plan of retiring people at age 65. When | 
pre: 
these clients retire at a lesser income, they will be faced with the problem = 
uly 


of insurance premiums which have not been similarly reduced. i 


Suggest to them that a Travelers Cash Settlement, Age 65 policy pie 
taken out now will relieve them of this worry when they are faced with | = 
retirement. The premiums for this adaptable form of insurance are ace 
only slightly higher than for Ordinary Life, yet Cash Settlement 65 | 2 
offers the advantage of fully paid up insurance for life at age 65. Further- pets, 


more, the contract provides elective options of either a life income or ‘ 
you 


full cash settlement at maturity. ; 
if, in 


Today, with increased emphasis on retirement from active busi- : 
Amel! 
ness, your clients and prospects will want to know about Travelers a 


Cash Settlement Life insurance. Literature, with full information is of ow 
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Direct Placements 
Bolster Economy, 
Dawson Declares 


Practice Removes 
Artificial Barriers 
to Capital Creation 


Louis W. Dawson, executive vice- 
president of Mutual Life, told the Top 
Club of his company, meeting at White 
Sulphur Springs, W. Va., that the 
entry of life insurance companies into 
the field of corpo- 
rate investments 
through _ direct- 
ly negotiated loans 
has been one of the 
most encouraging 
financial trends of 
recent years. This 
has given corporate 
borrowers direct 
access to a great 
pool of capital and 
has added a new 
element of compe- 
tition among lend- 
ers, Mr. Dawson 
declared. 

The speaker commented, “Recently 
you may have heard criticism in some 
quarters of life insurance corporate 
loans made directly to the borrower as 
if, in some obscure way, they were bad 
for the economy. It seems to me that 
this criticism, to the extent that it ex- 
ists, curiously misapprehends the prob- 
lem of the economy. The problem of 
America is not how to restrict capital 
formation. It is how to remove the 
artificial barriers to the creation of capi- 
tal and to encourage the free circulation 
of our labor and its products. The prob- 
lem is how to facilitate investment of 
our savings in as many and as broad 
channels as possible, so that we never 
get back to that period of idle capital 
and idle men of the 30s. Viewed in this 
perspective, direct placement has been 
most beneficial.” 


Bond Selling Criticized 


Mr. Dawson said that for the last 
several years and until the recent defla- 
tion there has been a certain amount of 
criticism of insurance companies for 
selling government bonds and investing 
the proceeds at higher yields. The basis 
of this criticism was that by lending 
money which insurance companies ob- 
tain by selling government bonds that 
were purchased ‘by the Federal Reserve 
the money supply and inflation were in- 
creased. This was true to an extent, 
but in the larger view, the more perma- 
nent and beneficial results of such poli- 
cies were overlooked, he asserted. With 
this money, for example, the life insur- 
ance industry advanced great sums of 
money for housing, the most pressing 
need of the citizens, and particularly of 
veterans. In the last three years, the 
life insurance industry lent $5,570 million 
for this purpose. 


Invested in Production 


_ Even deeper and more beneficial ef- 
fects were produced by investments in 
the country’s productive facilities. One 
of the surest and more lasting bars to 
inflation is production, Mr. Dawson 
Stated, adding that in the years 1946 to 
1948, Mutual Life alone made corporate 
loans of $600 million. The new jobs and 
increased goods made possible by such 
(CONTINUED ON PAGE 15) 





L. W. Dawson 


Plan Many Company Affairs 
for Cincinnati NALU Rally 


CINCINNATI—Extensive plans are 
being made for company dinners im- 
mediately preceding the president’s re- 
ception and ball Sept. 15 during the Na- 
tional Assn. of Life Underwriters con- 
vention here. 

Scheduling the dinners on the evening 
betwen the two general sessions will as- 
sure maximum attendance. In the list 
below the place, number expected, Cin- 
cinnati general agent or manager, and 
chief home office executive are given for 
each company. This list is complete 
except for possible later additions. 

Aetna, Variety Club, Netherland 
Plaza, 100-125; W. T. Craig, R. B. 
Coolidge, vice-president. 

Bankers Life of Iowa, Netherland 
Plaza, 25-50; P. H. Burkman, W. F. 
Winterble, agency vice-president. 

Connecticut Mutual, .Racquet Club, 
75-100; W. T. Earls, V. B. Coffin, vice- 
president. 

Equitable of Iowa, Hotel Sinton, 50; 
J. M. Moorman, R. E. Fuller, vice- 
president and superintendent agencies. 
Equitable Society, Cincinnati Club, 
; R. C. Hageman, Clarence Metzger, 
vice-president. 

Great-West, University Club, 25; 
R. D. Ross, Jr.; D. E. Kilgour, assist- 
ant general manager and superintendent 
agencies. 

Guardian Life, Netherland Plaza, 25; 
T. S. Muir, J. A McLain, president. 

John Hancock, University Club, 75- 
100; George Vinsonhaler, A. H. Dal- 
zell, coordinator of sales promotion. 

Lincoln National, Hotel Gibson, 50- 
75; B. F. Heald, C. F. Cross, vice-presi- 
dent and agency manager. 

Massachusetts Mutual, Netherland 
Plaza, 150; I. B. Jackson, C. O. Fischer, 
vice-president. 

Paul Revere, Netherland Plaza, 12: 
R. G. Myers, Harry Shaffer, director of 
agencies. 

Mutual 
100; J. S. 
president. 

Mutual Life, Netherland Plaza, 100- 
150; C. J. McCoy, S. G. Hale, assistant 
superintendent agencies. 

National of Vermont, leaders club re- 
ception and dinner, Hotel Sinton, 200; 
Ray Hodges, E. M. Hopkins, president. 

New England Mutual, Netherland 
Plaza, 50-75; G. D. Randolph, G. L. 
Hunt, vice-president. 

New York Life, Hotel Gibson, 75-100; 
W. A. Spiker, W. L. Weissinger, assist- 
ant vice-president. 

Northwestern Mutual, Cincinnati 
Club, 50-100; W. J. Mack, Grant L. 


Benefit Life, Hote! Sinton, 
Drewry, J. S. Thompson, 


Hill, vice-president and director of 
agencies. 
Ohio National, Hotel Gibson, 90; 


T. W. Strange, J. H. Evans, president. 
Ohio State, Cincinnati Club, 40-50; 
J. C. McFarland, Claris Adams, presi- 
dent. 
Pacific Mutual, Hotel Gibson, 120- 
130; J. M. Gantz, A. V. Call, president. 
Provident Mutual, Queen City Club, 


50-75; W. H. Blohm, M. A. Linton, 
president. 
Prudential, Hotel Gibson, 150-200; 


A. P. Barringer, C. M. Shanks, presi- 
dent. 

Reliance Life, Hotel Sinton, 45; G. W. 
Isgrig, J. A. Mayer, president. 

State Mutual, Cincinnati Club, 100; 
L. B. Scheuer, R. H. Denny, vice-presi- 
dent and superintendent of agencies. 

Union Central, Netherland Plaza, 300; 
J. C. Benson, W. H. Cox, president. 

American United, Hotel Gibson, 25. 

Columbus Mutual, Hotel Gibson, 25- 
50. 

Commonwealth, Hotel Gibson, 50-75; 


W. C. Thurman, W. R. Davis, III, di- 
rector of ordinary agencies. 


Farm Bureau, Hotel Gibson, 25-50; 
W. L. Jaeger, 
Fidelity Mutual, Hotel Sinton, 25; 


Paul Johnson, L. J. Doolin, associate 
manager Of agencies. 
General American, Hotel Gibson, 25. 
Home Life of New York, Hotel Gib- 
son, 35; W. A. R. Bruehl, Jr., 
Indianapolis. Life, Hotel Sinton, 50; 
R. M. Deardorff, Irving Palmer, assist- 
ant agency manager. 


Metropolitan, Netherland Plaza, 75- 
100; various managers, C. J. North, vice- 
president. 


Pan-American, Netherland Plaza, 75; 
G. B. Carter, K. D. Hamer, vice-presi- 
dent. and agency director. 

Travelers, Hotel Sinton, 50-75; Frank 
Wigglesworth. 

Western & Southern, Hotel Gibson, 
50; various managers, W. J. Williams, 
field vice-president. 

Jefferson Standard, Netherland Plaza, 
50; D. S. Stark, R. C. Price, president. 

Penn Mutual, Cincinnati Club, 40; 
R. W. Angert, E. G. Johnson, vice- 
president. 

Franklin Life, Vernon Manor hotel, 
20; Oscar Polster, James Hands, man- 
ager of agencies. 


UOPWA Pulls Out of 
Metropolitan Ia. Election 
WASHINGTON—The national labor 


relations board has amended its order 
of July 25 directing an election to be 
held among Metropolitan Life agents in 
Iowa. This date has been changed 
from 30 days to 45 days after July 25. 
Agents will vote on whether they wish 
to be represented in collective bargain- 
ing by International Union of Life In- 
surance Agents or by no union, United 
Office & Professional Workers, CIO, 
having withdrawn from the contest. 


B.M.A. Officers Fete Those 
Passing LOMA Examinations 


Officers of Business Men’s Assurance 
were luncheon hosts to the successful 
candidates for Life Office Management 
Assn. among its personnel. 

B. V. Alton, personnel director, pre- 
sented checks ‘totaling $945 and Vice- 
president L. D. Ramsey ‘made the spe- 
cial fellowship award to I. H. Wagner, 
secretary. 

Associate awards went to D. B. AI- 
port, E. A. Carlson, Rosemary Delap, 
Lawrence Leupold, J. S. McClary, G. 
B. Whitsitt and Robert Woodson. 

Chairman W. T. Grant and Presi- 
dent J. C. Higdon complimented the 
group on their achievements and en- 
couraged them to continue their study. 
A total of 86 B.M.A. people have passed 
385 L.O.M.A. examinations. 


Keep Eye on the Ball 


L. M. Peet, president of Farmers Life 
of Des Moines, has sent a bulletin to 
his agents saying that the great current 
interest in polio policies should not dis- 
tract their attention from pursuing the 
regular lines of accident and life insur- 
ance. He said that the specialized auto- 
mobile insurance accident policy is of far 
greater service because there are a great 
many more automobile accidents than 
there are polio cases and they are year 
around occurrences. “There is more gold 
in one life insurance application than in 
10 polio applications,” he declared. 


874 Qualify on 
MDRT, Only Five 
Below ‘48 Peak 


Complete Program for 
Annual Meeting at 
Cincinnati Is Announced 


The 1949 Million Dollar Round Table 
has a total of 824 qualifiers, almost 
equalling laSt year’s record of 829 and 
far exceeding the 1947 figure of 726. 

Of the 824, 258 are life and qualifying 
members, repeating; 157 are life mem- 
bers; 137 are life and qualifying, first 
time; 139 are life and qualifying, repeat- 
ing, and 133 are qualifying for the first 
time. Last year there were 302 qualifying 
members, 117 life members, and 410 life 
and qualifying. 

The complete program for the M.D. 

R.T. hour at the National Assn. of Life 
Underwriters convention at Cincinnati 
next month and for the annual M.D.R.T. 
meeting immediately following, also at 
Cincinnati, has been released. 
_ Registration will be all day Friday, 
Sept. 16, at the Netherland Plaza hotel. 
That morning the M.D.R.T. hour will 
have as speakers Paul W. Cook, Mutual 
Benefit Life, Chicago, M.D.R.T. chair- 
man, who will preside; William D., 
Davidson, Equitable Society, Chicago, 
speaking on “A Philosophy for Clientele 
Building” and Alden H. Smith, North- 
western Mutual, Nashville, speaking on 
“My System Works for Me.” 

That afternoon there will be a golf 
tournament at Kenwood Country Club, 
a baseball game between Cincinnati and 
Philadelphia, and that evening at the 
Netherland Plaza an informal reception 
and smoker honoring new members. 

Other program events are as follows: 


Saturday, Sept. 17 


_Million Dollar Round Table breakfast, 
Netherland Plaza, Mr. Cook presiding. 
Introduction of honor guests. 

General |session, “Cooperation 
Competitive Business,” 
ing. 
_Clifford H. Orr, retiring president, Na- 
tional Assn. of Life Underwriters: “In 
the Red $1,000,000.” 

C. MeN. Steeves, president Life Under- 

writers Assn. of Canada: ‘“Inter-depend- 
ence.” 
; Karl K. Krogue, president American 
Society of C.L.U.: “Evidence of Maturity.” 
_ John Marshall Holcombe, Jr., manag- 
ing director L.1.A.M.A.: “The Significance 
of the Agency Management Assn.” 

S. S. Huebner, president American Col- 
lege: “Cooperation—The Sole Aim of the 
American College.” 

Holgar J. Johnson, president Institute 
of Life Insurance: “Why Compete for 
Public Favor?” 

Robert L. Hogg, executive vice-presi- 
dent and general counsel American Life 
Convention: “New Scenes of Coopera- 
tion.” 

Address—Charles H. Percy, president 
Bell & Howell Co.: “The Worst Depres- 
sion, the Greatest War, the Biggest Boom 
—What Next?” 


Afternoon Session 


fin a 
Mr. Cook presid- 


Theodore Widing, Provident Mutual, 
Philadelphia, presiding. Group cover- 
ages. 

Oscar FE. Carlin, John Hancock, Co- 
lumbus: “The Challenge in Designing 
om Writing Modern Employe Group 
*Jlans.” 


Edmund B. Whittaker, vice-president 
Prudential: “Social Legislation—A Chal- . 
lenge to the Group Insurance Industry.” 

M.D.R.T. annual business meeting. 

Informal reception—Pavillon Caprice. 

Evening—Informal banquet—Hall of 
Mirrors. Mutual Benefit Life, host for 
the evening, represented by John S&S. 
Thompson, president; H. Bruce Palmer, 
vice-president; Richard E. Pille, direc- 


(CONTINUED ON PAGE 15) 
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Womenté Division of Institute of Life 
Insurance Does Vital Indirect Sales Job 





By KENNETH O. FORCE 


NEW YORK—Not long ago the 
branch manager of a stock brokerage 
firm decided to sponsor a lecture on 
ownership of equity shares that would 
appeal to women. He prepared for ap- 
proximately 50 and 500 came. Since then 
the idea has spread and informal courses 
on this and related subjects have drawn 
large crowds of women in various parts 
of the country. ; : 

Among income-producing properties 
life insurance certainly holds an impor- 
tant place, and the question naturally 
arises: What is the life business doing 
to present its viewpoint to women, 
aside from the fine daily “education” 
agents provide in their sales talks to 
women and men? After all, women buy 
or influence buying in many sales. 

The answer is that the industry is do- 
ing a good deal—and is doing it in a 
manner that already has proved a sound 
way to build permanent acceptance of 
life insurance among influential com- 
munity groups, 


Recognition by Influential Audience 


The work of the women’s division of 
the Institute of Life Insurance, in 
charge of Mrs. Marion Stevens Eberly, 
is now coming into full recognition 
among the audience it set out to reach. 
The work itself is superlatively good 
and includes eight booklets which have 
reached an aggregate circulation of mil- 
lions of key people and future citizens; 
studies for use in all types of com- 
munity informational activities, from 
club room to extension institutes; arti- 
cles in magazines of national circula- 
tion; material for newspapers and radio, 
for publishers, editors and free lance 
writers; liaison with the various women's 
organizations and with federal and state 


government bureaus concerned with 
women’s interests; and _ talks, talks, 
talks. 


But good as this work is and has 
been — and it has to be good—the es- 
sential job was to make it professional 
rather than commercial, in content, and, 
more important, in distribution, The 
public the division seeks to reach had 
to be convinced that the material which 
it wanted and sometimes even asked the 
division to prepare, material which it 
used to achieve its own purposes in 
community and group education on 
money management, family budgeting 
and the like, was not going to be used 
simultaneously by agents to sell busi- 
ness —as a door-opener, an interview- 
getter, a sales medium. The materials 
are not aimed to produce immediate 
sales but are part of a long range edu- 
cational program. They “sell” under- 
standing and consequently increased in- 
terest. 


Seek Factual Information 


American women’s organizations are 
constantly seeking factual presentation 
of material valuable to their members 
even though they are very, much on 
guard against any commercial use of 
their meetings. The life insurance ibusi- 
ness has many facts that women are 
glad to know, for they have demon- 
strated a sincere desire to understand 
what the business offers, how it func- 
tions and what part it plays in the social 
economy as well as in family life. At 
the same time they are unwilling to dis- 
tribute booklets or promote the study 
and discussion of so important a subject 
as money management and the place of 
life insurance in family finances if those 
booklets, studies and discussions are to 
be tied up simultaneously with any one 
company or any one agency. 

The women’s division wins a valuable 
third party distribution of these mate- 
rials by adhering to this distinction be- 
tween informational and sales activities. 
Such policy has won the confidence of 
the public the division serves. It has 
helped to establish a position of in- 
tegrity on a national scale to supple- 





ment that built through the years by 
agency associations in their own com- 
munities. 

The most recent booklet, “A Miss 
and Her Money,” was requested by sev- 
eral jmportant youth organizations of 
the country. First, the Girl Scouts ap- 
proached Mrs. Eberly and asked her to 
prepare a discussion of the management 
of money by a young girl. They pointed 
out that this was a neglected field. Is- 
sued last spring, “A Miss and Her 
Money” has brought tremendous re- 
sponses from teen-agers and their clubs. 

Similar popularity has been attained 
by other booklets the division has is- 
sued: “Going Places and Doing Things,” 
“Farm Women Asked Us .. .” “Plan 
Your Family Spending for Happiness,” 
“Marriage Bonds and Family Security,” 
“What Life Insurance Means to You,” 
and the informal studies. They have 
done so only because the institute has 
held steadfastly to its objective: a long 
range program of education that will 
both add to the public’s basic knowledge 
about life insurance and set life insur- 
ance in relationship to the whole picture 
of wise use of family money. 

Every effort has been made to let field 
forces know the means that are being 
used to carry out this objective. Agents, 
in particular, have been generous in their 
understanding of the reasons why they 
cannot use informational materials as 
soliciting documents, that the institute 
in providing sound economic education 
to the distaff side is supplementing and 
enriching their own efforts. 

The distribution of this educational 
material has been and is through organi- 
zations that are attempting to do a civic 
rather than a commercial job — church 
women, federated women’s clubs, busi- 
ness and professional women’s clubs, 

(CONTINUED ON PAGE 16) 
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IDEAS SELL LIFE INSURANCE 


Mutual Life Names 
Robbins New Field 
Club President 


Marvin R. Robbins, Charlotte, N. C., 
has been designated president of the 
National Field 
Club of Mutual 
Life. 

Regional vice- 
presidents are Sam- 
uel J. Levine, Chi- 
cago, central divi- 
sion; William A. 
Stafford, Little 
Rock, southern di- 
vision; Shelley S. 
Goren, New York 
City, eastern and 
metropolitan  divi- 
sions, and Herbert 
L. Wickstrand, Se- 
attle, western divi- 
sion, Miss Elizabeth Connelly, Billings, 
Mont., is vice-president for the women’s 
division of the club. 

Presidency goes to the agent with the 
greatest volume in the year ended on 
June 30, and the vice-presidencies to 
leaders in the respective divisions pro- 
vided the agent has not held office pre- 
viously. The officers were formally des- 
ignated this week during the convention 
of Mutual Life at White Sulphur 
Springs, W. Va. 

Named honorary vice-presidents were 
Jacob W. Shoul, Boston; William L. 
Porte, Washington, D. C., retiring presi- 
dent of the club; Sam S. Herwitz, Cin- 
cinnati; J. Dudley Miller, Chicago; Mrs. 
Eunice C. Bush, New Orleans, and Or- 
lyn N. Robertson, Los Angeles. 

Mr. Robbins, the new president, is a 
graduate of the University of North 
Carolina. He joined Mutual Life in 
1922 as an agent and qualified for the 
National Field Club every year, except 
while serving with the navy. 





M. R. Robbins 
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CUM MUN 


LIFE 


A man buys life insurance because of the impact of some 
idea, great or small, completely new, or just newly dressed, 
which digs deep into his consciousness and motivates him to 
action. That is why a sale based on a life insurance need is 
so much more powerful than one based on a life insurance 


A man buys life insurance because he suddenly senses in its 
full meaning the idea that rarely do men save money con- 
sistently over a long period of time, except through the semi- 
compulsion offered through life insurance. 


A man buys life insurance when the need for a readjustment- 
income for his family is brought forcibly and dramatically 
home to him. He buys it when he sees himself in proper per- 
spective, as an earning machine, and realizes that, for a very 
moderate outlay he can insure any part of his life-time earn- 
ing capacity—and receive back all his money at retirement 


Yes, ideas sell life insurance. 
emphasizes ideas and minimizes technicalities. He talks prin- 


Insurance In Force—June 30, 1949—$414,912,071 
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Seek to Trim Scope 
of Proposed Mass. 
Insurance Study 


Efforts are being made on the part 
of insurance interests to have reduced 
in scope the order for a recess study of 
insurance laws that is called for in a 
bill pending before the house ways and 
means committee of the Massachusetts 
legislature. 

The proposed study has grown in 

magnitude. It was started merely as a 
study of the standard fire policy revision 
and life insurance policy loan interest 
rates. However, the order as now drawn 
would give the insurance legislative 
committee the broadest kind of author- 
ity to investigate the whole insurance 
business with the power to subpoena 
books and witnesses. The committee 
would also be empowered to “revise” 
the entire insurance law. For the past 
several years Commissioner Harrington 
has strongly advocated recodification 
and revision of the insurance laws. 
However, his recommendation for “re- 
vision” has been the stumbling block 
and so far at least deadlocks have 
occured. This year Mr. Harrington did 
not pursue his effort for revision but 
the insurance committee drafted the 
order that goes further than Mr, Har- 
rington had advocated. This broad 
order, it is said, now has a fair chance 
of passing. 
_ Both houses have passed a bill author- 
izing a study of compulsory non-occupa- 
tional disability protection. This was 
done in conformity with a special mes- 
sage from Gov. Dever following defeat 
of the monopolistic state cash sickness 
fund bill. The study commission will 
consist of three senators, seven rep- 
resentatives, and five persons appointed 
by the governor, the latter to include 
two representatives of labor, one of 
industry, one of insurance and one 
doctor. The commission is to report 
next February. 


Must Sign Before Notary 


_LINCOLN—Public employes who de- 

sire to purchase group insurance must 
sign before a notary public the legally 
provided notice authorizing their im- 
mediate employer to deduct premiums 
from their salaries, Attorney-General 
Anderson has advised. If the employe 
is married, his wife also must sign. 





Collins Joins Rappaport 

James T. Collins, who was formerly 
with Arthur Lazarus & Co. has now 
become associated with the Rappaport 
Service at Chicago, headed by Leslie 
F. Rappaport and will take charge of the 
fire and casualty business. He had 22 
years experience. 





The executive committee and _ past 
chairmen of the Leaders Round Table 
of Texas will hold a meeting at Dallas 
Aug. 30. 


Distribute 1949 Boston 
Insurance Telephone Book 








Copies of the 1949 Boston Insurance 
Telephone Directory are being distrib- 
uted to local offices in that city by the 
National Underwriter Co. this week. 
The 88-page book lists all of the insur- 
ance and affiliated offices in that city 
and is the largest edition to date. In 
addition to listing individuals and offices 
in alphabetical order, it contains a classi- 
fied directory of firms which make a 
specialty of serving insurance offices 
and a special listing of organizations. 

The Boston book is one of similar 
books published by the National Under- 
writer Co. for Baltimore-Washington, 
Dallas-Houston, Detroit, Minneapolis- 
St. Paul, Philadelphia, Pittsburgh and 
Chicago. Additional copies of the book 
may be obtained at $1 each from the 
Boston office, 210 Lincoln street, or the 
Cincinnati office, 420 East Fourth street. 
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Insurance Intrigues 
Mutual Fund Men 


Told to Model Sales 
Approaches On Life 
Agents’ Techniques 





NEW YORK—Life insurance and life 
insurance agents were frequent topics 
of conversation at the first annual mu- 
tual fund conference here. About 400 
investment trust salesmen were present 
at the meeting, which was sponsored by 
the “Investment Dealers’ Digest,” a se- 
curities trade weekly publication. With 
common stocks at a high level, the fund 
salesmen lately have been a competitive 
gadfly for some agents. 

Life insurance was discussed from the 
frst day, but the emphasis increased 
when Seymour Sutorius, New York City 
agent of Equitable Society, discussed 
estate building with mutual funds plus 
life insurance. Mr. Sutorius spent 15 
_ years in the securities business, mostly 

with Dillon, Read & Co., before he be- 

came an agent in 1932. In addition to 
being an agent, he is a member of the 

National Assn. of Securities Dealers. 


Complementary, Not Competitive 


Mr. Sutorius stated that the life in- 
surance and mutual funds should com- 
plement each other rather than com- 
pete. He recommends that his clients 
set up primary and secondary reserves. 
In the primary reserve, he suggests there 
be an immediate cash fund consisting of 
money in a savings bank or in series E 
government bonds. This should serve the 
immediate cash needs of the client. In 
this connection he noted that the gov- 
ernment bonds may be cashed after 60 
days. The quantity in this portion of 
the primary reserve depends upon indi- 
vidual judgment. The second component 
of the primary reserve is life insurance, 
he said. This includes funds for clean- 
up, readjustment, children’s education, 
life income for dependents, retirement in- 
come, taxes, and numerous other uses. 

When the life insurance needs of his 
clients have been met, he suggests the 
establishment of a secondary reserve. 
This is used as a hedge against inflation 
which, he said, has been going on for 
several hundred years. As the savings 
bank, government bonds, and life insur- 
ance are all guaranteed investments, he 
suggests investing in a mutual fund with 
a high proportion of common stocks in 
its portfolio rather than a balanced fund 
which would contain some bonds and 
mortgages. 

Mr. Sutorius’ approach apparentlv was 
not what the trust fund salesmen wanted 
to hear. Immediately there were numer- 
ous questions from the audience, all of 
them aimed at outlining the benefit to 
the investor of buying term insurance 
only, placing the difference plus some 
other money in mutual funds. After re- 
iterating that there should be coopera- 
tion, not competition, between the life 
agent and the mutual fund salesman, 
| Mr. Sutorious indicated that insurance is 
a primary need. He believes that life 
agents and trust fund salesmen should 
sell insurance, annuities and mutual 
funds. The system of investing in term 
mmsurance plus a mutual fund is a very 
good idea, he said, if the investor “prom- 
ses to die soon.” He cited figures for 
a client aged 48 who wanted to buy 
15-year term insurance and place the dif- 
ference in premiums between it and 
whole life in government bonds. He 
said that at the end of 15 years even if 
the interest was compounded at 4%, the 
client wouldn’t have as much in cash as 
he would under the whole life policy in- 
cluding its dividends under the present 
scale. The investor would have to aver- 
age more than 5% on a 20-year term 
policy to have more cash value than a 
whole, life policy, in addition to which 
there 1s no guarantee that he would con- 
nue to place the money in government 
bonds. 

The argument on this score continued 

(CONTINUED ON PAGE 16) 
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SEC Commissioner Says It's Misleading 
to Liken Mutual Funds to Insurance 





It is misleading to suggest that an 
investment in mutual shares is as safe 
as in insurance policies, government 
bonds, or a savings account, Harry A. 
McDonald, securities and exchange com- 
missioner, told mutual fund salesmen at 
their conference in New York City. | 

By likening investment shares to 1in- 
surance policies, government bonds, or 
to savings accounts, some mutual fund 
salesmen are making comparisons that 
are “most improper,” the commissioner 
said. 

“This type of selling is not only 
wrong, it is also most unsound from a 
sheer selling point of view,” he added. 
“If you lead the purchaser to think he 
is getting something he is not buying, 
you will be the loser when he discovers 
his mistake. 


Not Like an Annuity 


“A mutual fund share is not an annu- 
ity. It is not like an annuity. There is 
missing that basic ingredient of an an- 
nuity contract, a commitment to pay a 
sum certain on a fixed date. No matter 
how mutual funds are dressed up, they 
are not annuities.” 

Commissioner McDonald said he was 
distressed to learn that until recently 
the redemptions of investment compa- 
nies have been running about 50% of 
sales. The commissioner pointed out 
that “to sell shares, and then have the 
customer turn them back within a short 
time establishes quite definitely that the 
investor was not properly sold in the 
first instance. 

“Redemptions most frequently occur 
during the first two years, before the 
customer has absorbed the sales ex- 
pense,” the commissioner explained. He 
then expressed the belief that a large 
amount of the turnover is traceable to 
misdirected salesmanship or deliberate 
“switching” from one fund to another. 


Mutual fund salesmen stress the mer- 
its of professional management and try 
to sell the investor on letting “experts” 
pick his securities, urging him to abdi- 
cate his position in the market, and dis- 
couraging him from exercising his own 
judgment. “If this sales approach is 
carried too far, the end result may be 
quite deleterious to our economy,” he 
declared. 

He then explained that this sales ap- 
proach may eliminate from the market 
thousands of potential purchasers of cor- 
porate securities. “Our economy de- 
mands all types of people in the mar- 
ket,” he warned. “It requires amateurs 
as well as professionals, speculation as 
well as restraint, blue chips and new 
promotions.” 


—_—— 


Can Expect to Live 2 Years 
Longer Than Before War 


Americans’ life span has increased 
almost two years over the pre-war era, 
according to the office of vital statistics. 

Calculations based on 1947 death rates 
show that white women at birth have 
a life expentancy of 70.6 years. White 
men have an expenctancy of 65.2 years. 

Exceeding the Biblical three score 
years and 10 for the first time, in 1946 
white women had a life expectancy at 
birth of 70.3 years while white men 
could expect an average life span of 65.1 
years, : 

Non-white women in 1947 had a life 
expectancy of 61.9. The figure for non- 
white men was 57.9. The nation as a 
whole had a 66.8 average. 





Berkshire Life agents W. Boyd Cole 
and George J. Pratt have been appointed 
supervisors at Louisville and Minne- 
apolis respectively. 
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New Opportunities 


Harry O. Rasmussen, Penn Mutual General Agent at 
Newark, points out eight enlarged opportunities in to- 
day’s life insurance markets: 


1. The young adult group, many of them fresh from 
college, with new concepts of money and of living and 


2. The new crop of newlyweds in the marriage boom 


3. The twelve million families who have had new 
babies — every new baby upsets an insurance program. 


4, The group with new mortgages, and the mortgage 
debt is said to have doubled since 1939. 


5. People affected by the 1948 tax law and who 


6. New corporations and partnerships and sole pro- 
prietorships, with the increased appreciation of life in- 


7. Women, with their growing understanding of life 


8. Your own present policyowners, whose property 


THE PENN MUTUAL LIFE INSURANCE CO. 
naan pee 


INDEPENDENCE SQUARE, PHILADELPHIA 

















Institutional “Ad” 
Campaign to Stress 
Opportunity for All 


NEW YORK—A new campaign with 
a two-fold objective of citing the Amer- 
ican tradition of individual opportunity 
and presenting facts about life insur- 
ance, will be launched by the life in- 
surance business, according to the Insti- 
tute of Life Insurance. 

This campaign will reach a larger 

segment of the American audience than 
any yet undertaken, using 421 newspa- 
pers in 263 cities and five farm publica- 
tions. The newspapers’ combined circu- 
lation is 37,300,000 and that of the farm 
papers 6,900,000, an aggregate of 44,- 
200,000. This is 2 million more than 
in last year’s campaign and represents 
an addition of 46 newspapers and 29 
cities to the list. 
_ The new campaign maintains the pub- 
lic service approach which has charac- 
terized the life insurance advertising in 
recent years. Each advertisement will 
present a thumb-nail sketch, drawn from 
real life, of a typical American who has 
grasped his opportunities and is on the 
Way up. 

Each advertisement will also invite the 
reader to look for similar case histories 
in his own community and cite life in- 
surance and the service of the life jnsur- 
ance agent as a part of this do-it-your- 
self tradition. 


Box Will Give Facts 


A box called “It’s a Fact About Life 
Insurance,” appears in each advertise- 
ment, answering one specific question 
about life insurance each time. These 
boxes will emphasize educational topics 
which are an important part of life in- 
surance understanding and will also in- 
vade the areas of misinformation and 
musconception about the _ institution. 
There will be more about life insurance 
in the message of the new campaign 
than in any previous ads sponsored in- 
Stitutionally by the business. 

The keynote for the campaign will be 
sounded in the opening advertisement 
under the heading, “Today’s American 
Frontier Is Right on Your Own Main 
Street!” ° 
_ Discussing the role of life insurance 
in present day America, the message 
points out, “Life insurance itself is a 
natural expression of the do-it-yourself 
spirit. It is an aggressively competi- 
tive Main Street institution. Life insur- 
ance has grown big because the need is 
big, because 78 million American pol- 
icyholders depend on it. Some 584 life 
Insurance companies actively compete 
to meet this need. 


Lauds Agents’ Service 


“In this, the country’s more than 750,- 
000 life insurance agents themselves con- 
tribute significant service. It is their 
specialized knowledge which helps make 
life insurance do the most for the indi- 
vidual. Life insurance is, in itself, out- 
standing evidence of the continued vigor 
of the do-it-yourself spirit that still is 
America.” 

The campaign is an entirely new ap- 
proach, yet it logically evolves from the 
previous campaigns which have pre- 
sented stories of how specific families 
secured happiness and security through 
planning and, prior to that, helped meet 
the threat of inflation. Examples will be 
given to demonstrate that the do-it- 
yourself spirit still pays off for ordinary 
folks, in the factory, in the office, in his 
own business, in the community. These 
messages will be carried home to mil- 
lions of readers. The public service na- 
ture of the campaign will be reflected 
in the signature at the bottom of each 
advertisement which will read, “Life 
Insurance, Helping American Families 
to Help Themselves.” 


William B. Hardy, New England 
Mutual Life, Cincinnati, has qualified 
for the 1949 Million Dollar Round 
sae He is a life and qualifying mem- 
er. 
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Makes Advertising 
Specialties Study 


Advertising specialties are used by 
most life insurance companies in con- 
nection with sales activities and for the 
most part their purpose is to create 
goodwill among policyholders and the 
public, according to a study by Life In- 
surance Advertisers Assn. 

Phases of the problem covered in- 
clude, the relative popularity of spe- 
cialty items, how agents use them, im- 
printing practices, distribution and mer- 
chandising methods, costs of specialties 
and their purposes. 

Of 125 companies which answered 
questionnaires, 120 indicated that they 
use advertising specialties as part of 
their sales promotion programs. On 
the average, each company employs 
about 10 kinds of specialties. The types 
used most frequently by the reporting 
companies included wall calendars, cel- 
luloid calendar cards, policy wallets, 
memo books, blotters, baby books, sav- 
ings banks, desk calendars, mechanical 
pencils, wood pencils, policy boxes and 
diaries. The first four specialties ranked 
in that order in popularity among 
agents. 

Of the reporting companies 80% indi- 


cated that they provide specialties whol- 
ly or in part on a cooperative basis with 
agents and company sharing the cost. 
Many companies share the cost on some, 
charging the agent a cost price on oth- 
ers, and offering still other specialties 
free of charge. In some instances, spe- 
cialties are offered on the basis of pro- 
duction contests. 

Most companies imprint the com- 
pany name, emblem or seal on all adver- 
tising specialties. On items where the 
agent pays all or a substantial part of 
the cost, it is likely that his name, as 
well as the company’s, is imprinted. 

Low priced specialties generally need 
no strong promotion, but the higher the 
cost of the specialty, the more aggres- 
sive is the merchandising policy. 

Advertising specialties are merchan- 
dised and promoted mostly by letter 
and through the agency magazine. Sales 
meetings, bulletins, special literature, 
conventions, and training schools follow 
in that order as merchandising media. 


Lowe Appointed Manager 


Theron E. Lowe has been named 
manager at Fredericksburg by People’s 
Life of Washington, D. C. He entered 
the life insurance business in the New- 
port News district in 1937. He was 
promoted to staff superintendent in 1943 
and made ordinary supervisor in 1946. 





“| Get Paid For Each 
One of My Duties” 


EARLAND W. LOGUE 


Kankakee, Ill., General Agent 


Mutua TRUST LIFE’S new 
contract provides for direct pay- 
ment for the successful perform- 
ance of each one of a general agent’s 
main duties. In this way he can 


plan his efforts and know that he 
will be paid according to his results. 
And when he retires he can count 


on a liberal pension plus persistency 


allowances. 


A few general agency 
openings available. 


~ 


“Nothing Better in. 


MUTUA 


LIFE INSUR% 


) 
ali 
| 


Z Life Insurance” 


‘TRUST 


) 
* COMPANY 
“ Old Faithful” 


y 
“As Faithful as oe 
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Million in Force . . 





. and Over $100 Million in Assets 


Testimony of Big 
Steel Concluded 


U. S. Steel concluded its eight days 
of testimony before the Presidential 
fact finding board with additional sta- 
tistics to show that its profits were 
declining and that it would be unable 
financially to meet the wage, pension 
and social insurance demands of the 
United Steelworkers of America. 
Smaller steel companies expressed the 
same views. 

The union now has three days left 
of the eight allotted to it to rebut the 
arguments of steel management follow- 
ing which the steel companies will prob- 
ably receive a short time for counter 
rebuttals. 


Issue of Right to Bargain 


The steel companies have stated 
unanimously that the union at this time 
has no right to bargain on the issue 
of pensions. They asked the fact find- 
ing board to leave that issue until the 
present contract expires in April, 1950. 
Companies are also united in stating 
that the present profit situation in the 
steel industry will not allow a wage in- 
crease. The steel companies appear 
willing to bargain on the social insur- 
ance benefits. Indications are that the 
minimum the union will receive from 
the fact finding board’s recommenda- 
tions is some social insurance plan. The 
steel companies, however, want their 
cemeere benefit plans on a contributory 

asis. 

The highlight of the final day’s tes- 
timony by management was the appear- 
ance of Enders M. Voorhees, chairman 
of the finance committee of United 
States Steel. He said that his company 
would not follow the theory that people 
should be paid in accordance with their 
needs or wants or desires. Instead, he 
said, the company felt they should be 
paid what their services merited. 

The fact finding board is expected to 
come up with some recommendations 
soon after the union completes its tes- 
timony in the hope that the strike which 
the union has threatened for Sept. 15 
will not take place. 





Takes Accidental Means 
Issue to Supreme Court 


Aetna Life has filed a brief with the 
U. S. Supreme Court in support of its 
motion for a writ to review a decision 
of the U. S. seventh circuit court of 
appeals in a controversy involving 
liability under an accident policy for 
the amputation of a leg below the knee. 
Homer M. Preston is the insured. 

For some time prior to October, 1944 
Preston had been suffering from either 
arteriosclerosis or Buerger’s disease. 
While seated at his desk he removed 
the shoe of his right foot to relieve its 
soreness. In raising the foot to his desk 
he struck the base of the great toe, 
bruising it. The bruise did not heal be- 
cause of the pre-existing disease of the 
circulatory system and it became neces- 
sary to perform the amputation. 


Aetna Won in Trial Court 


The lower trial court entered sum- 
mary judgment for Aetna Life and the 
court of appeals reversed the judgment 
holding that recovery could be had if the 
injury was the “proximate cause” of 
the loss even though the loss was con- 
tributed to by the disease. 

This ruling, according to Aetna Life, 
has the effect of reading this doctrine 
into insurance contracts even though it 
is contrary to the express terms of the 
policy. The court of appeals remanded 
the case for trial to determine the 
“proximate cause.” 

The effect of the decision, according 
to the brief, is completely to eliminate 
from insurance contracts a provision 
for indemnity against loss “resulting 
directly and independently of all other 
causes from bodily injuries and 
effected solely through accidental 
means” and to. substitute therefor 
“proximate cause.” 


New SS Bill Gives 
More, Then Less, to 
In-and-Outers 





WASHINGTON — The new social | 


security bill, H.R. 6000, contains what 
is designated as a “continuation factor,” 


which would eventually penalize par. | 
ticipants more severely for years in non. | 


ccvered occupations than is the case yn- 
der the present law. 

At present the wage credit of a man 
who has spent part of the time since he 
was eligible for social security coverage 
in non-covered occupations or doing 
nothing is penalized by having his total 
wages from date of eligibility prorated 
over the entire period, thereby reducing 
his average monthly wage, the figure on 
which his primary insurance benefit is 
largely based. 


] 
H.R. 6000, if enacted, would change | 


this by making the divisor not the num- 
ber of years of eligibility but the num- 
ber of years of actual coverage. Thus 
a man earning $200 a month during half 
the possible years under the present law 
would wind up with an average wage of 
$100, under the present law. Under the 
new bill his average wage would be $200, 
However, by reason of his having been 
in covered employment only half the 
time his benefit would be cut in half. 
This is a much more severe penalty than 
cutting the wage credits in half. 

In the foregoing example an average 
wage of $100 a month would produce a 
benefit, under the H.R. 6000 formula of 
$50 a month, exclusive of the incre- 
ment of one-half of 1% for each year 
of coverage. However, a $200 average 
wage would produce a $60 monthly 
benefit and cutting this in half by the 
operation of the continuation factor in 
H.R. 6000 would result in a monthly 
benefit of only $30. Obviously, for some- 
one who is in a covered occupation the 
entire time the continuation factor makes 
no difference. 


Described in Detail 


The continuation factor is set forth in 

great detail in the bill but the effect is 
to scale benefits down in proportion to 
years in covered occupations. It would 
not become effective until after 1955, so 
the new method would be more liberal 
in the earlier years, since the present 
plan of averaging wage credits would 
be eliminated but in later vears the con- 
tinuation factor would be more restric- 
tive than the present basis. 
_ H.R. 6000 thas been issued in printed 
form and contains 201 pages. There 
seems to be little likelihood that the 
Senate will be able to consider it before 
adjournment, even if it should be acted 
on by the House. The belief is that it 
will be drastically altered by the Senate 
finance committee. 

The ways and means committee 
minority report on the social security bill 
recommends: (1) continuation of the 
present $3,000 wage basis; (2) elimina- 
tion of the proposed automatic yearly 
benefit increase factor which the report 
says would increase the cost of the 
OASI program by about $1 billion an- 
nually; (3) in connection with (1) and 
(2), use of the highest 10 consecutive 
years in determining the average month- 
ly wage; (4) elimination of the Treas- 
ury’s authority to extend definition of 
“employe”; (5) “realistic coverage for 
household workers”; (6) exclusion of 
teachers, firemen and policemen with 
their own pension systems; (7) estab- 
lishment of an independent system for 
Puerto Rico and Virgin Islands; (8) con- 
tinuation of existing law with respect to 
lump sum payments; (9) confining total 
and permanent disability payments to 
the public assistance program. 

The minority report is signed by all 
10 Republican committee members, but 
individual supplementary views were 
signed by 3 members, Curtis, Mason and 
Byrnes. The minority plan recommends 
inclusion of 1,300,000 more workers un- 
der the system than the majority plan 
provides for. 
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Eubank & Henderson Outline 
Brokerage Agency Operations 


NEW YORK—Many general insur- 
ance brokers write life insurance busi- 


Eubank & Henderson understand that 
their agency will not, by any means, get 


a high degree of independence—that of 
buying insurance coverages for its cli- 
ents, rather than selling insurance to 
them. 

It is estimated that approximately 80% 
of those brokerage houses that have es- 
tablished a life department, where the 
life man was carefully selected and given 
proper cooperation, have been success- 


firm. If it is known that the head of 
the brokerage firm objects to, say, a man 
with a mustache, they avoid suggesting 
such a man; if a broker is the emo- 
tional type of person, the life man se- 
lected would be one who is so consti- 
tuted emotionally that he would not 
clash with the broker. 











tains what | ss only incidentally, more or less all of the life business produced, but ful with the move and have continued it. 
1on factor,” | when they cannot avoid it. Such brok- where they have been helpful in getting There are many factors to be considered CONTRACT PROBLEMS 
nalize par. ers are, however, realizing today that a life department under way, they will in the selection of a man for a position 
sars in non- a life department may not only be more get their fair share of business, and this of this kind. The agency makes every There must be complete cooperation 
he case un- important than they thought, but even is as it should be because a general in- effort to match personalities between the between the broker and the manager of 
. | essential to the furnishing of a complete surance brokerage house must maintain life man and the head of the brokerage (CONTINUED ON PAGE 14) 
t of a man insurance service to their clients, accord- 
née since he ing to Eubank & Henderson, managers 
‘Y coverage | of Prudential’s agency at 40 Wall Street, 
or doing New York City. 


ig his total 
ty prorated 
ry reducing 


This agency, now in its 22nd year, has 
no full-time agents on its staff. Its 
always substantial, 


entire production, 
e figure on | comes from general insurance brokers, 
+ benefit is independent life brokers, and agents of 


uld change | 


other companies having surplus business 
to place. 


t the num- | ~ General insurance brokers know their 
t the num- | gents are buying life insurance in sub- 
age. Thus | <tantial volume. They are more recep- 


during half 


tive to the idea of handling this phase | 





resent law of their operations in an organized way, | 
ge wage of with a life department. One of the 
Under the things that has recently brought them 
ld be $200. to this view is New York’s non-occupa- 
aving been tional disability law, which will go into 
y half the effect next year. Here, general brokers | 
ut in half. can clearly see the life and casualty busi- | 


enalty than 
If. 





an average an extension of the workmen’s compen- | 
produce a gation act, and its practical effect will | 
formula of be to expose some of the broker’s gen- | 
the — eral business to pene ere =o pro- | & | 
each year ducers who are good on disability or | sage Wiess Ws PR Preeti cee: mee cece es ee ee, wee tree ee es ee es ee a 
00 arenes welfare coverages, including life insur- | F N. Dak : . 
) month] nce. | argo . Dak. 
ali by the | | ” ) 
1 factor in Place Life Men with Brokers | 
a_monthly Perhaps the most effective way to help | « . 7 
— Some general insurance brokers enter the life We — got double value yee first en- show other people the importance of adequate 
pation the business in a well-organized way is to| counter with the Minnesota Mutual’s Success Bond : : 
ctor makes —Iocate a competent life man, and bring | insurance protection! 
him together with the operating head of| Story. We not only got some of the most unique 
the general brokerage house, wi ne| o on ods it w . awe 
idea of establishing a life department. iNsurance Coverage on the market but Bill discov For a while we thought of settling in Topeka but 
et forth in | Some such men have been trained by the ered a true ‘secret to success’. finally it seemed wiser to return to our home ter- 
e effect is Eubank & Henderson agency. In other | fs ‘ 
portion to instances a trained agent is selected. In) |, : . ae ritory where Bill was better known. Our second 
It would every case the man selected should be a| “When | first met Bill he was principal of the dav h h : | 
0s a | ewuelily intermad Bie mae, sad fe school in which | was teaching. He was considered i tone raver nen ane 
ore liberal | quently such # man may be interested | : g- : agency in Fargo getting acquainted. Just for fun 
1e present i becoming associated with a good gen-| qn exceptionally able teacher but his several 
lits would  ¢fal insurance broker, particularly if te : P : Y . nee he visited other company agencies too, but he 
‘s the con- 8 Not a very good prospector. His in-| years’ experience told him he didn’t want to con- : 
re restric. ability to prospect well would be a real/ ‘, : : soon found that the Organized Sales Plan had no 
disadvantage to him as a life salesman, | tinue In that field forever. Soon after we were 1. F th in the Mi 
in printed but would not necessarily work against iedh ° the Air C d lived equal. From then on we were in the Minnesota 
s. There him as the head of a life department for | mMarrie e went into the Air Corps and we live Mutual family for a ‘life term’! 
that th a general broker, because a general tue ’ . 
r it Sebin broker is always in a position to furnish from pillar to post for 45 months. 
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Many Usable Sales Ideas at 
Provident Mutual Regional 


The life insurance business’ future is 
in the agent’s hands, for the type of 
policyholder he selects has much to do 
with the company’s future success, while 
the agent also exerts great influence on 
the type of people he works with, by 
attracting congenial co-workers through 
his own success and attainments, Agency 
Vice-president James H. Cowles told 
210 midwest and southern field men of 
Provident Mutual Life at the second 
regional meeting, held at French Lick 
Springs, Ind. 

“The story of life insurance,” he said, 
“is old to us, but it can be new to others, 
if we keep a freshness of thought, for 
selling life insurance is not routine 
work. People must be told that life in- 
surance is bought with hard dollars, not 
easy money. 


“Perhaps,” said Mr. Cowles, “as life 
insurance men and women we have 2 
mission as citizens for we can explain 
to people that life insurance helps to 
preserve our greatest heritage—inde- 
pendence. 

“We must remind people that our 
institution stands as a great cooperative 
enterprise among people who want to 


help themselves and who value their 


independence and that of our country. 

“Real security,” he said, “must be 
earned and paid for. It is not free. 
Security that comes from taking too 
much from someone else is false secu- 
rity, and its real name is ruin.” 

Mr. Cowles’ address climaxed a se- 
ries of sessions devoted to “Expanding 
Your Market.” 
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BUSINESS IS GOOD! 


The ten leading agents of the 
CENTRAL LIFE OF ILLINOIS 
produced $1,482,779 in June... 


with an average policy of $3900.00! 


Business is good for CENTRAL 
LIFE field men for they have a full 
line to offer . . . individual life in- 
surance policies to meet every need 
... hospitalization ... accident and 
health . . . effective sales aids and a 
direct mail plan that gets pros- 


Plus complete group coverage. 
Desirable territory available. 


Write for details. 


CENTRAL LIFE 


OF ILLINOIS 


Alfred MacArthur, President 


Founded 1905 





Company. 


Chicago 6, Illinois 

















C. Sumner Davis, director of agency 
department administration, conducted a 
marketing seminar—with emphasis on 
the expansion of markets through re- 
ferred leads and direct mail. Partici- 
pants included: Edwin L. Zachry, De- 
catur, and Robert J. Wollam, Ann Ar- 
bor, the two principal speakers; and 
Donald L. Barnes, Duluth, and Percy L. 
Latturner, Chicago. 

Mr. Zachry said that for the agent 
to capitalize to the fullest on referred 
leads, he must be alert, have prestige, 
love the business, and work hard. 

“The alert life insurance agent is a 
good listener,” he said. “He makes men- 
tal notes of conversations having later 
sales values.” He stated that an agent 
must have prestige in order to cultivate 
centers of influence, whom he described 
as “men who are unselfish; who have 
prestige in the community; who like 
you and who réspect life insurance.” 


Takes Immediate Action 


“T always ‘get hot’ on a referred lead,” 
Mr. Zachry said. “I try to make con- 
tact right away. I always put in a little 
extra effort to do a good job because of 
my feeling of responsibility to the 
‘center.’ Later, I let the ‘center’ know 
I have followed up on the lead, and 
thank him again for the suggestion.” 

Mr. Wollam described the success he 
has had with direct mail during his first 
12 months in the business. 

“To me, the great value of direct mail 
is that I must do a good job of prospect- 
ing each week,” he said. “I must find 
the names, and obtain enough informa- 
tion about them to make them good 
prospects.” He follows up both repliers 
and non-repliers with a personal call, but 
only after he has arranged an appoint- 
ment by telephone. “If you neglect to 
follow up every letter with a call,” he 
said, “you will have no way of ever 
knowing just how effective your circu- 
larization has been.” 





PROGRAMMING 


E. Roy Hofmann, associate manager 
of agencies, conducted a discussion on 
programming. His. panel included C. 
Clinton Campbell, Jr., Knoxville, and 
F. Chase Stevenson, Richmond, Ind., 
who were the two main speakers; and 
Alvin D. Frerichs, Davenport, and Ray 
R. Wolterstorff, St. Paul. 

“There are two ways to sell life insur- 
ance—with your feet or with your head,” 
Mr. Campbell said. “Beating the bushes 
on the quick one-sale basis might pro- 
duce a large early volume of business, 
but is not mentally stimulating and it is 
hard physical work.” 

Mr. Campbell first sells the concept 
of a complete financial plan and urges 
his prospect to start that plan, now. 
Then, through patience and intelligent 
follow up the plan is completed step by 
step through easy repeat sales. 

Mr. Stevenson defined his purpose in 
preparing a complete program for his 
client: To provide the client with every 
possible service that life insurance can 
render; to sell him all the insurance he 
needs; to get his enthusiastic help with 
other prospects. 

“The prospect must have possibilities 
of financial growth if he is to qualify for 
the service we are thinking of in con- 
nection with a complete program,” he 
said. “While it might not be possible 
for your client to know when the next 
step in the completion of his program 
can be taken, it is well to have an 
understanding as to the time you will 
be back to see him about it,” he said. 

Joe B. Long, manager of agencies, 
reviewed the many aspects of the agent’s 
job which bring ‘lasting satisfaction. 
He mentioned children educated, homes 
held together, widows living in security, 
businesses continuing with profit; last- 





ing friendships, the security of the job 
itself, and “the agent’s opportunity to 
wage a daily battle for the American 
way of life.” 

The important business insurance seg- 
ment of the agent’s market was analyzed 
at the last day’s session. The featured 
speakers in the business insurance ses. 
sion, Larry Cassidy, Louisville, and Ab- 
ner A. Webster, Chicago, later joined in 
a panel discussion with Thomas McNejl 
Cincinnati, Oscar H. Ritz, Gary, Ind. 
and Assistant Counsel Edwin E. Weller. 


Nelson White Is Chairman 


Nelson A. White, director of educa- 
tion and training, was chairman. 

Mr. Cassidy chose the physician as an 
example of the small business man, the 
sole proprietor, and indicated how simi- 
lar the physician’s problems are with 





At Provident Mutual second meeting: 
left to right, Agency Vice-president James 
H. Cowles and Manager of Agencies Joe 
B. Long. 


other men who are in business for them- 
selves. 

“Better than anyone else,” said Mr. 
Cassidy, “does a doctor follow and 
coach and help the human being as he 
completes his cycle of existence. So it 
is not hard to show him that his life, too, 
must end. 

“We must impress upon the doctor 
his tremendous value to his family,” he 
said. “His potential earnings are great. 
How else can he guarantee them before 
they are earned, except through life in- 


surance?” 


Doctor Good Center of Influence 


According to Mr. Cassidy, a doctor 
can become a first-rate center of influ- 
ence. “Do a good job for one doctor, 


and you will start an endless chain of , 


recommendations from one doctor to 
another,” he said. 

“We must build a reputation for clear 
thinking as to our client’s needs,” Mr. 
Webster said, “and we must have the 
ability to study and answer his prob- 
lems. Last, but not least, we must im- 
press him through clear-cut action, that 
we are operating as successful business 
men, and not just salesmen with our 
eyes on the commission.” 

Mr. Webster called the lawyer, the 
banker, and the accountant his three 
most important centers of influence. 





Munn Amarillo Manager 


Sylvester W. Munn has been ap- 
pointed manager at Amarillo by Pioneer 
American of Houston. He was formerly 
with the Southwestern insurance agency 
in Amarillo and prior to that time with 
Southwestern Life. 





J. W. Dalton, formerly Austin, Tex. 
general agent for Rural Life, has been 
appointed Austin general agent for Lin- 
coln Liberty Life. 
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OBSERVATIONS 


Comments on Switching Pensions 


John B. St. John of Penllyn, Pa., a 
consulting actuary with long experience 
in the pension field, makes the following 
comment on the question of trust com- 
panies’ efforts to convert group annuity 
cases to the uninsured pension basis: _ 

“In the past year I have faced the 
issue in a half dozen large cases. In 
each case the plan had been in operation 
for 10 years or more as a group annuity 
and the trust companies’ story had in- 
stigated an examination of the issue. I 
have yet to see any convincing evidence 
of the advantage of the trust method as 
to any real cost saving. The ‘indicated’ 
cost savings are about 99.44% possible 
future savings if the less conservative 
trust Company assumptions are proved 
correct and the insurance companies are 
able, by some means I cannot see, to 
fail to pay out future earned surplus. 
Basically the issue is one of conserva- 
tism in assumptions as to future expe- 
rience. The insurance companies must 
be conservative; the trust method, with 
the employing company taking the re- 
sponsibility, may take a chance on the 
future. Any savings would probably not 
pay the costs of switching.” 








Heat Wave and Production 


One of the effects on production of 
the recent New York City heat wave 
was a decrease in the sales of older, 
experienced agents when compared with 
newer men, according to some general 
agents. The older men with good in- 
comes found that it was just too hot 
to work or sell. Some weren’t inclined 
to go into town during the extremely 
hot weather. They either extended their 
vacations or just plain didn’t do any- 
thing. The financed agents weren’t so 
fortunate. They stayed at work and 
kept producing with no time out be- 
yond the usual vacation. 





Peace of Mind Is Vacation 


At this time of year almost everyone 
has either just completed a vacation 
or is about to start on one and is not 
averse to talking about his vacation in 
either case. Not infrequently the life 
insurance agent will find the very man 
who protested vehemently that he could 
not afford additional coverage for his 
family will be found to have indulged 
himself on a tour or fishing trip that 
cost him upwards of $500. If the life 
insurance agent will call him upon this 
discrepancy, in a subtle way of course, 
he will probably receive the answer that 
such an investment is necessary for 
relaxation and health. 

It is undoubtedly true that money 
spent on relaxation may be money 
spent for health, but this is where the 
life insurance agent can point out that 
money spent for peace of mind may 
also be money invested in health. When 
it is called to his attention, the average 
man will see that the man who has 
neglected his family’s security to in- 
dulge in vacation pleasures will sleep 
less soundly than the man who is 
afforded the double relaxation of peace 
of mind through life insurance and 
some fresh air and good victuals. 





Spirit of Adventure Lacking 


A manager said he had interviewed 
a considerable number of recent college 
graduates and was surprised at several 
tor their attitude toward selling. He 
found that some students were not will- 
ing to take a chance on a selling job 
and were reluctant to strike out for 
themselves. They preferred, he said, 
so-called security with a “big company” 
at a small starting salary. 

As a result, this manager found that 
he had to have recourse to older can- 
didates, many of whom he felt were 
not as promising sales personalities as 
the recently graduated. 


Freudberg Honored on 35th Anniversary 





To honor his 35th 
anniversary as an 
agent of Massachu- 
setts Mutual, more 
than 100 policyhold- 
ers and associates of 
Leopold V. Freud- 
berg surprised him 
with a luncheon. 
Shown as the cake- 
cutting ceremony 
took place are (left 
to right) Alexander 
T. Maclean, presi- 
dent Massachusetts 
Mutual; Richard L. 
Freudberg, son of 
the guest of honor; 
Mr. Freudberg, Ches- 
ter O. Fischer, vice- 
president Massachu- 


setts Mutual; and 
Mrs. Freudberg. Mr. 
Freudbérg is with 


the John F. Cremen 
agency in Washing- 
ton. 








Forbes Dinner at Detroit 
Draws Attendance of 300 


More than 300 leaders in Michigan 
insurance attended the testimonial ban- 
quet at Detroit for Commissioner 
Forbes in recognition of his recent elec- 
tion as president of National Assn. of 
Insurance Commissioners. 

Special guests included Newell R. 
Johnson, Minnesota Mutual Life, for- 
mer commissioner of Minnesota and 
former president of N.A.I.C.; Charles 
E. Gauss, former Michigan commis- 
sioner, Commissioner Viehmann of In- 
diana; R. Leighton Foster, Canadian 
Life Insurance Officers Assn., former 
Ontario superintendent. 

Also at the speakers’ table were Murl 
K. Aten, auditor general of Michigan; 
Andrew Bolt, chairman of the house in- 
surance committee; Hale D. Brake, 
state treasurer; Harold M. Ryan, mem- 
ber of the senate insurance committee, 
and L. H. Sanford, second deputy com- 
missioner. 

Arrangements for the banquet were 
made by a committee of which Walter 
E. Otto, president of Michigan Mutual 


HIGH-LIGHTS 


ABOU 





Liability, was chairman and Edward A. 
Warnica, vice-president of the Standard 
Accident, was secretary. 





Canada Pressured to Cut 
Government Annuity Rate 


OTTAWA, ONT.—There is talk in 
the Canadian capital that the government 
shortly may introduce measures which 
will liberalize government annuity con- 
tracts to make them more attractive 
to wage earners. One reason behind 
this line of thinking is that workers, 
as a result, may be given added in- 
centive to save for their old age and be 
less dependent upon old age pensions. 

At the moment, because current pre- 
mium rates being charged by the govern- 
ment are not in line with costs and 
payments to annuitants, the govern- 
ment’s annuity business is costing tax- 
payers millions of dollars a year. But 
pressure is being placed on Ottawa to 
increase old-age pensions. Because of 
this, ways are being sought to encourage 
savings through annuities. 

Because its rates for annuities were 
being criticized, the government a year 


a. 
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Oslico Underwriters Have Complete 


Training Course 


Our training process now covers every 


ago introduced legislation aimed at 
tightening annuity plans and put them 
on a more sound and actuarial basis. 
But the idea was dropped. 


—_—— 


Creath, Warner Now 
Regional Directors 


= 

Franklin Life has appointed J. Allen 
Creath regional sales director at Mem- 
phis and has promoted A. W. Warner 
to the same position at San Antonio. 

Mr. Creath has been in the life insur- 
ance business for 17 years. In 1937 he 
became manager for Union Central at 
Birmingham, but returned to Memphis 
in 1944 as general agent for Provident 
Mutual. .He will direct an intensive ex- 
pansion program for the company, 
establishing and developing a large sales 
organization in Memphis and adjacent 
territory. 

Mr. Warner has been with Franklin 
as general agent in Texas since 1941. 
This revision in the agency organization 
makes available general agency fran- 
chises supplementing the present organ- 
ization in and around San Antonio. Mr. 
Warner will hold open house in his new 
offices in the Insurance building Sept. 1. 


St. Louis Only City With 
July Ordinary Increase 


Among the large cities only St. Louis 
showed an increase in ordinary produc- 
tion for July, with a gain of 2%, ac- 
cording to L.I.A.M.A. Cleveland and 
Detroit were tied for second with a 
loss of 5%. Cleveland led for the seven 
months with a gain of 1%, being the 
only city to report an increase. 

The July change from 1949 to 1948 





and the first seven months’ change, 
respectively, for the leading cities were: 
90 


3oston, -17% and -1%; Chicago, -12% 


and -7%; Cleveland, -5% and -1%; 
Detroit, -5% and -5%; Los Angeles, 


-7% and 0; New York City. -15% and 
-8%: Philadelphia, -6% and 4%; and St. 
Louis, -2% and 0. 





Miss Hazel Hecathorn, registrar and 
manager of the policy department, has 
completed 25 years with Reserve Loan 
Life. The company honored Miss He- 
cathorn with a luncheon and presented 
her with a gift bond. 


TUNITIES 









+ AN UNUSUALLY phase of a field man’s daily operation. + HEALTH AND ACCI- 
Prospecting—approach—presentation— 
COMPLETE LINE OF close-work habits are now established DENT IN COMBINA- 
JUVENILE POLICIES in a definite proven work pattern. TION WITH LIFE 
It’s a long call from the old days when 
+ SUBSTANDARD a field man was handed a rate book and + MERCHANDISING 
a bunch of applications. PLANS THAT 
SERVICE “CLICK” 
+ DISABILITY + LIFE TIME 
INCOME COMPENSATION 
THE QHIO STRATE LIFE | | 
COLUMBUS 15, OHIO : . : 
Write FRANK L. BARNES, Ist V. P. and DIRECTOR of AGENCIES — j Z : 
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EDITORIAL 


COMMENT 





Where Luck Comes In 


Every now and then when we see 
someone who has achieved something 
worth while and who is being a success 
in his undertaking, we are prone to 
ascribe luck as a factor and yet when a 
careful study is made of what such a 
person has accomplished we learn that 


he is a hustler. He is not afraid to 
work. He does not shy at any task that 
is necessary in his line of duty. Luck 
usually comes to those who are hard at 
work because they are in the road to 
receive its visitation and are prepared 
for it. 


New York Leadership 


At the Seattle convention of Na- 
tional Assn. of Insurance Commission- 
ers there were some outcroppings of the 
old custom of insurance commissioners 
of lesser insurance states kicking up 
their heels against what they feel occa- 
sionally is the New York bridle. Su- 
perintendent Dineen of New York did 
to keep this on an _ innocent 
level, however, by a single quip. Dur- 
ing one of the meetings, a com- 
missioner of another state remarked that 
he didn’t know whether it was any 
worse to have the business run from 
Washington than from New York. 
“What is this insubordination?’ Mr. 
Dineen broke in good-humoredly, and 
that was all there was to that “up- 
rising.” 

In the old days the practice of “t 
ing picks” on New York was a favorite 
practice on the part of a number of 
commissioners and it could be said that 
it was almost a sport. At times, how- 
ever, the feeling ran high and some ugly 
situations occurred. However, no great 
harm was done to the system of super- 
vision in those days, because there 
were not nearly so many points on 
which there was utmost need for co- 
operation between the states or at least 
consistent action. As a matter of fact, 
when there was an actual national emer- 
gency from an insurance standpoint, 
these feuds subsided and the needful 
was done as, for instance, during the 
days of insurance company failures 
when it was essential to bring about 
orderly receivership proceedings, and 
when, in the dark days, it was felt 
necessary to provide for a moratorium 
on withdrawal of life insurance funds 
by policyholders. 

In these days, however, there are sit- 
uations of national import crying for at- 
tention on all sides in the insurance 
realm and it is a luxury that can’t be 
afforded, to. fence with the New York 
department just as a hobby. We are 
by no means suggesting that all the 
states should fall in step with New 
York on every proposal that comes 
along, or that there should be no dis- 
sent. The New York department doesn’t 


much 


ak- 


always have the right answer or the final 
answer. There is no reason why the other 
commissioners should pull any punches 
in deference to the New York position. 
But the other states should have a full 
understanding of the nature of the lead- 
ership that the New York department 
provides and the other commissioners, 
in formulating their opinions, if in op- 
position to that of New York, should 
consider whether they are taking a com- 
pletely enlightened and informed stand 
or whether they are to some extent in- 
fluenced by an anti-New York bias. 

If New York dominates the association 
it is by reason of the leadership that it 
provides, The leadership must come from 
somewhere and to take New York out 
of the picture today would leave the 
association very headless. There is a 
need for level headed, forceful commis- 
sioners of other states to join in shaping 
the course of affairs and undoubtedly 
as some of the newer commissioners be- 
come acclimated and acquire confidence, 
they will come to the front, but today 
the cohesive force in the system of 
state supervision is Overwhelmingly the 
New York department. Mr. Dineen, we 
feel, has developed a national viewpoint. 
By and large he has gotten along well 
with his fellow commissioners and he 
is the first New York superintendent 
in many a year to be elected president 
of N.A.I.C. We think he has respect 
for situations in other states that differ 
from those in New York, and that he at 
least deserves at every point to have the 
New York position studied objectively. 
What should be guarded against is the 
development, consciously or unconsci- 
ously, of a bloc that tends to move 
automatically in opposite directions from 


New York. We are not thinking of 
any one incident when we say this, 


least of all are we thinking of the fire 
insurance multiple location risk problem. 
On this-issue there are potent argu- 
ments on both sides and we are not 
by any means particularizing this situa- 
tion. We simply feel that the commis- 
sioners should guard against the crys- 
tallization of a bias. There has got 
to be forceful leadership in the associa- 


tion and we feel that there is a need 
for other commissioners to step for- 
ward to share in that leadership, but 
that should be on the positive scale. 


There is danger in any tendency that 
results in nullifying the leadership 
that now exists without something else 
to take its place. 








PERSONALS 


Herman L. Ekern, Madison, Wis., 
former Wisconsin insurance commis- 
sioner, a founder and former president 
of Lutheran Brotherhood and head of 
the insurance law firm of Ekern, 
Meyers & Matthias, Chicago, and Mrs. 
Ekern celebrated their golden wedding 
anniversary at Madison. Fraternal, 
business and church associates paid trib- 
ute to them. J. A. O. Preus of W. A. 
Alexander & Co., Chicago, former gov- 
ernor of Minnesota and now brother- 
hood chairman, was master of cere- 
monies at a dinner given by the brother- 
hood, and presented each a wrist watch 
and a plaque. Mr. Ekern is also a for- 
mer Wisconsin attorney general and 
University of Wisconsin regent. 

William W. Bodine, financial vice- 
president of Penn Mutual Life, has been 
appointed by Gov. Duff as a trustee of 
- Philadelphia (Byberry) state hospi- 
tal. 

William DeMarsh, retired Prudential 
agent at Menominee, Mich., celebrated 
his 80th birthday with a family reunion 
at the home of his son. 

Henry L. Hanson, Prudential man- 
ager at Des Moines, has completed 30 
years of continuous service, all in Iowa 
posts. 

Cecil Woods, president of Volunteer 
State Life, has resigned as a member of 
the Tennessee state civil service com- 
mission. His term would not have ex- 
pired until 1951. 

According to a United Press Dis- 
patch, President Truman is _ reported 
to be giving consideration to backing 
Murray \Lincoln, presidént of Ohio 
Farm Bureau Federation and head of 
the three Ohio Farm Bureau insurance 
companies, to run against Robert. A. 
Taft for the U. S. Senate post in Ohio 





next year. According to the United 
Press Mr, Lincoln is “receptive” but - 
will not enter the race unless he is 


assured a clear field in the Democratic 
primary. Lincoln is registered as a 
Republican but would run on _ the 
Democratic ticket against Taft. Lincoln 
of course is very strong with the farm 
element and he has branched out to 
woo labor. In doing so he has more 
or less divorced himself from the farm 
bureau leaders in other states who have 
not warmed up to the idea of making 
common cause with labor and forming 
an ideological front. Mr. Lincoln has 
been a foremost exponent of consumer 
cooperatives and is aes - Co- 
operative League of the U. S. 


DEATHS 


Dr. Charles M. Schoen, 77, retired 
assistant medical director of Northwest- 
ern Mutual Life, died at Stevens Point, 
Wis., after a short illness. 

Mell Overmire, 71, of the Lincoln 
agency of Bankers Life of Iowa died 
at Kearney, Neb. He was a former 
president of the Kearney Life Under- 
writers Assn. 











New Wis. Law Permits 
Direct Payment to Hospital 


Under a bill passed by the Wisconsin 
legislature the A. & H. standard pro- 
visions law is amended to give an option 
for direct payments to hospitals and 
doctors under policies providing hos- 
pital, medical or surgical benefits. Thus 
standard prcvision 11 in Wisconsin 
now provides that indemnities on ac- 
count of death of the insured shall be 
payable to the beneficiary or the estate, 
and that all other types of indemnity 
shall be payable to the insured, except 
that the policy that includes benefits 
payable on account of hospital, medical 
or surgical services may specify that 
any such benefits shall be payable by 
the insurer directly to the hospital, 
physician or other institution or person 
furnishing the covered services. 

This provision, it is expected, will 
give the regular insurers more flexibility 
in competing with Blue Cross and in 
providing the insurance market in con- 
nection with voluntary health insurance 
plans operated by doctors for those in 
the low income group. 

A similar direct payment bill was 
enacted in Illinois and has been signed 
by Gov. Stevenson. This ties in with 
the Chicago hospital admittance plan 
under which the group insurers make 
direct payments to the hospitals. 

Another A. & H, bill that was passed 
in Wisconsin provides for group cover 
on employes of members of associations, 
This expands the possibilities for group 
cover quite extensively. In the past the 
Wisconsin law has permitted group 
cover only on members of associations 
themselves. 


“Ads” Attack Texas 
Licensing Law 


Large newspaper advertisements run- 
ning in Texas newspapers bear the head- 
ing, “You can help save $100 million 
annually for Texas widows and _ or- 
phans.” They are in, the form of a 
petition—* A Declaration of Independ- 
ence’—addressed to the governor and 
legislators, asking that “the legislature 
pass constitutional licensing laws con- 
sistent with the best interests of the 
citizens of this state and free of the 
control or influence of any pressure 
group and especially the life insurance 
companies.” 

The advertisement, paid for by Na- 
tional Life Insurance & Business Coun- 
selors of San Antonio, complains of 
the licensing law which provides “for 
the licensing of persons wishing to be- 
come agents of some life insurance com- 
pany but does not provide for the 
licensing of any other citizen who may 
not wish to become an agent for such 
companies or who might be refused 
such agency by such companies.” The 
advertisement also says that the “natural 
and reasonable effect of the statutes 
named (the licensing law) is to create, 
maintain and nourish an illegal and 
monopolistic control of the interstate 
business of selling life insurance in favor 
of the life insurance companies operating 
in Texas.” 
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Denies Miners Must 
Pay Prohibitive 


Insurance Premiums 
WASHINGTON—The Senate bank- 


ing committee has been receiving testi- 
mony on life insurance premium _ rates 
for coal miners. Miss Josephine Roche, 
director United Mine Workers Welfare 
Fund, told the committee the fund and 
its benefits are necessary as miners are 
unable to obtain life coverage because 
of prohibitive rates. 

Walter Thurmond, secretary South- 
ern Coal Producers Assn., said the state- 
ment was incorrect. He read from a let- 
ter of a “reputable life and accident” com- 
pany, which he did not name. He also 
submitted copies of two types of poli- 
cies “which the letter said are carried 
by thousands of miners.” 

““Tt may be noted that the premium 
per week for one of these policies is 
$1.64 and that the premium per week 
for the other policy is $1.38,” said Mr. 
Thurmond. To obtain benefits such as 
are provided in these two policies, the 
rates are not excessive, he continued. 

“This same company offers insurance 
to a coal miner doing underground work 
at the age of 35 for $44.98 per $1,000 
for a 20 pay endowment payable at age 
65. Standard preferred rating at the 
same age is sold for $40.30, there being 
a penalty of only $4.68 on the $1,000.” 

“For a 20-year endowment the rate 
would be $51.12 per thousdan against a 
standard rate, non-hazardous, of $47.75 
—a difference of $3.37 per $1000...” 


Cites Hourly Earnings 


Citing hourly earnings of the miners, 
Mr. Thurmond said that “it is very evi- 
dent that such rates are not prohibitive 
and, as evidence of that fact, many 
thousands of miners carry such insur- 
ance.” 

The witness read from a letter from 
a large coal company which inquired of 
a “very reputable life insurance com- 
pany” as to whether it would be inter- 
ested in group insurance covering their 
contract employes who are members of 
the UMWA. 

From the letter, Mr. Thurmond said, 
“you may see that not only is that type 
of insurance applicable to coal miners, 
but it also shows that they occupy quite 
a favored position with reference to oc- 
cupational penalties when compared 
with other hazardous occupations.” 

Thurmond submitted data from the 
West Virginia commissoner showing the 
amount of insurance of certain com- 
panies in that state. “While an occupa- 
tional breakdown is not available,” he 
continued, “it is common knowledge 
that a substantial percentage of this 
insurance is held by miners and we 
known in some areas a majority of it 
ls written upon the lives of miners.” 


Mentions Survey 


The witness referred to a survey made 
by the Southern Coal Producers Assn. 
indicating the amount of insurance pre- 
miums paid and collected via the pay- 
toll by companies employing 70,000 men 
amounted to an annual ageregate of 
More than $1,500,000 in premiums paid 
by those on the payroll who carry in- 
surance. 

These companies employ about 60% 
of the total number of miners in the 
area where his association’s mines are 
located, said Mr. Thurmond, and pro- 
Jecting the amount of premiums paid 
over the whole area, it would indcate 
somethng like $2% million a year paid 
m insurance premiums by miners. 

Mr. Thurmond contradicted Miss 
Roche’s testimony concerning low disa- 
bility benefits, workmen’s compensation 
and/or unemployment compensation go- 
ing to injured coal miners. 





, Dean C. K. Holsapple of Texas Chris- 

tan University addressed the Fort 

a Life Managers & General Agents 
UD, 


YUM 


Small Dwellings 
Get Larger Share 
of Life Financing 


Life insurance companies are invest- 
ing increasing amounts in mortgage 
financing of small dwellings, according 
to the annual study of life company 
mortgage investments by the Home 
Loan Bank Board. Last year 59% of 
the mortgages made or purchased by 
the companies was on houses for one 
to four families. 

At the start of this year mortgage 
holdings of life companies reached a 
record volume of $10.8 billion, 19% of 
total assets. Houses for one to four 
families accounted for 46% of total 
mortgage holdings, as contrasted to 24% 
of the volume 10 years ago. Mortgages 
on small dwellings now account for 9% 
of total assets, with total housing finan- 
cing representing 12% of all assets. 

About two-thirds of small dwelling 
financing was in insured mortgages. 
Of these 23% were Veteran’s Adminis- 
tration and 41% was FHA. In 1948 
there was a 79% increase in new finan- 
cing of multi-family housing while total 
housing mortgages accounted for 72% 
of the companies’ new mortgage finan- 
cing. 

Mortgages on commercial properties 
represented only 28% of total mort- 
gages, compared to 42% a decade ago. 
The companies acquired $700 million 
of this type of mortgages last year, 19% 
of total mortgages, as compared to 
32% in 1938, 


Unprecedented Court Case 
Decided Against Equitable 


The circuit court at St. Petersburg 
ruled against Equitable Society in an 
unprecedented case over the question of 
whether the postal service is the agent 
of all parties concerned until the mail is 
delivered. The case was brought by 
Mrs. Fanny Muller, wife of the insured, 
Joseph Muller. It was concerned with 
a policy of Mr. Muller’s which he sent in 
to the company with the request for 
payment of the cash surrender value, 
minus a $900 loan. The decision was for 
the face value of the policy, $2,500, less 
the amount of the loan. 


Died Before Policy Arrived 


The complication that gave rise to the 
suit was that the insured died before 
the policy and request reached the com- 
pany. The company conceded that the 
man died about one hour before it re- 
ceived the policy and request, as was 
established by comparing the time of 
death with the impression of the com- 
pany’s time stamp on incoming mail. 
Company attorneys contended that the 
request went into effect the minute the 
policy and request were deposited in 
the mail. The court ruled that the 
death of the policyholder intervened be- 
fore the policy and request reached the 
company and, therefore, before the c6n- 
tract for cash surrender payment was 
concluded. The court recalled that U. S. 
postal laws since 1877 have permitted 
“certain” letters to be withdrawn from 
the mails at the depositors’ requests, 
thereby weakening the insurer’s conten- 
tion. The court’s opinion went on to 
state that there is ample authority to 
bear out the point the agency of the 
postal services was revoked by death. 
The company is allowed 30 days to file 
amended pleas to the opinion. 





Addresses Conn. Trust Council 


R. A. Burns, assistant manager of 
Travelers life department, addressed the 


Connecticut Life Insurance & Trust 
Council on claims involving missing 
beneficiaries, fraudulent claims, and 


other unfortunate results of incomplete 
or improper beneficiary designations. He 
stressed the need for closer cooperation 
between trust officers and life under- 
writers in avoiding delayed settlement 
of claims. 


Great Southern Has 
134 Agents at Meet 


Great Southern Life held a meeting 
in Houston which was attended by 134 
agents. This was the largest number 
ever to qualify for the Great Southern 
Club, the company’s basic production 
group. 

President of the club for 1948-49 is 
Alva Carlton, home office agency; vice- 
president is John H. Fargason, also 
of Houston; D. L.. Myrick, Lake 
Charles, La., a former club president 
but ineligible to repeat under the rules, 
led with $1,614,145 of new paid volume. 
All are qualifying members for 1949 
of the Million Dollar Round Table. 

Seventeen others paid for over a half 
million to qualify for the Leaders 
Legion. The 134 qualifying club mem- 
bers added $39,323,447 of new life in- 
surance during the year ending June 30. 

Entertainment features were © high- 
lighted by the president’s banquet and 
ball and included a_ starlight water 
carnival. 

L. S. Adams, president, reported 
that Great Southern is experiencing 
one of the best years in its 40 year 
history. Assets have increased to well 
over $100 million and approximately 
$475 million of life insurance is carried 
for more than 190,000 policyholders. 





O. A. Krebs, general agent of Aetna 
Life in New York City, was honored 
at a surprise party there on his 25th 


anniversary with the company, which he 


joined in the group department. He 
has been general agent three years. At- 


tending were associates in the agency 
and from the home office: R. B. Cool- 
idge, vice-president; H. S. Snow, as- 
sistant secretary group division; Don- 
ald Hanson, superintendent of agencies, 
and J. Frederick Bitser, assistant actu- 
ary. Mr. Krebs was presented a gift. 
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Employes Utilize 
Company Course 
for LOMA Tests 


Massachusetts Mutual Life has an 
extensive educational program for home 
office personnel to promote a better un- 
derstanding of assigned work and to 
acquaint employes with the importance 
of life insurance in theor own lives and 
in the national economy. 

An elementary course in life insurance 
is provided each employe, on company 
time, utilizing the “Handbook of Life 
Insurance” and other educational mate- 
rial from Institute of Life Insurance 
besides company material. The course 
includes definition of life insurance 
terms, types of policies, programming, 
and the value of life insurance to the 
individual. 

Through courses prepared by Life 
Office Management Assn. institute the 
company offers planned instruction to 
help employes prepare for the annual 
examinations of the institute. Starting 
in October, 80 begin individual and 
classroom study in preparation for more 
than 200 examinations in fundamental 
principles of life, advanced life, invest- 
ments, accounting selection of risks, and 
office management. 

Another educational activity is in- 
dividual instruction offered in typing 
and shorthand and in the use of dictat- 
ing, transcribing, adding and calculat- 
ing machines. 





84 Pass Underwriters Exam 


The joint committee on education and 
examination of Home Office Life Un- 
derwriters Assn. and Institute of Home 
Office Underwriters has completed the 
grading of 126 part I papers and 55 part 
II papers. There were 78 candidates 
who passed art I, and 37 who passed 
part IT, and 31 who passed both. 
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That men today have sought to find 
the way to successful living through 
psychology—when the real answer is 
in true faith coupled with the scientific 


understanding that psychology brings. 
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347 Madison Avenue 
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Slichter Becomes 
Investment Chief 
for N. W. Mutual 


_ Frederick W. Walker, for 23 years 
vice-president in charge of bond invest- 
ments of Northwestern Mutual Life, 
has retired. 

Donald C. Slichter, since 1934 director 


of public utility bond research, has 
been elected vice-president to succeed 
Mr. Walker. A _ native of Madison, 


Mr. Slichter was graduated from Wis- 
consin with a degree in chemical engi- 
neering in 1922. He was employed by a 
public utility and then became a con- 
sulting engineer and an investment con- 
sultant. 

In 1934 Mr. Slichter entered the bond 
department of Northwestern Mutual 
and was appointed director of public 
utility bond research. He _ has ‘had 
charge of investigation and recommen- 
dation of investments in public utilities 
and industrial securities. 

Mr. Walker, a native of New York 
City, attended Brooklyn Polytechnic In- 





stitute and was graduated as a me- 
chanical engineer from Stevens Institute 
of Technology in 1895. He became a 
utility engineer and then served in the 
navy during the Spanish-American war. 

Mr. Walker was a private consulting 
engineer in Chicago when he was re- 


D. C. Slichter F. W. Walker 


tained bv Northwestern Mutual in 1925 
as consultant in public utility corpora- 
tion investments. 

He was elected vice-president of 
Northwestern Mutual in 1926 and, un-, 
der the finance committee, has had gen- 
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Fifty-Fifth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $164,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $71,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $208,000,000 . . . The 
State Life offers General Agency 
Opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those quali- 
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Indianapolis, Indiana 
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eral supervision of bond purchases, sales 
and exchanges. He also served as act- 
ing president in the period from May 
25, 1932, until Oct. 21, from the time 
of the death of William D. Van Dyke 
until the election of M. J. Cleary. 

As a member of numerous bondholder 
protective committees, Mr. Walker 
gained widespread recognition for his 
leadership in a movement to place rail- 
road finances on a sound basis. 





Delaney, McQueen 
Join Union Central 


Andrew Delaney and Robert C. Mc- 
Queen have been elected assistant actu- 
aries of Union Central. Both have been 
Equitable Society mathematicians and 
are fellows of Society of Actuaries. 

Mr. Delaney was graduated from 
Oberlin College in 1942, where he ma- 
jored in mathematics. He enlisted in 
the air force and was trained at New 
York University as a meteorologist. In 
1946, Mr. Delaney joined the Equitable 
Society valuation bureau. In 1948 he 
became assistant mathematician and in 
1949 was promoted to mathematician. 

Mr. McQueen was graduated from 
Dartmouth at the head of his class in 
1943. He majored in actuarial mathe- 





Andrew Delaney 


R. C. MeQueen 


matics and was elected to Phi Beta 
Kappa. Mr. McQueen enlisted in the 
army and was assigned to the office of 
strategic services. He entered the actu- 
ary’s department in 1945. In 1948 he 
was made assistant mathematician and 
in 1949 was advanced to mathematician. 





Spalding, Morgan Mutual 
Administrative Assistants 


Roger M. Spalding and Richard J. 
Morgan have been advanced to ad- 
ministrative assistants in the comptrol- 
ler’s department of Mutual Life. 

Mr. Spalding joined the comptroller’s 
department in 1946. A graduate of the 
American Bankers Assn. graduate school 
of banking, he had been with the mort- 
gage department of the Bank for 
Savings in the City of New York for 
six years and with Prudential for seven 
years before he joined Mutual. 

.Mr. Morgan has been with Mutual 
since 1928. He was named assistant 
cashier at Rochester in 1943 and_ be- 
came cashier at Hartford in 1944 and 
later that year was named agency as- 
sistant at the home office. He was made 
supervisor of field compensation in 1948. 





Mass. Mutual in Southern 
Cal. Mortgage Loan Field 


Massachusetts Mutual has_ entered 
the mortgage field in southern California 
and has named Frank S. Kiner as west 
coast supervisor. Pacific Mortgage Co. 
has been appointed mortgage loan cor- 
respondent in the Los Angeles area. 


Dunbar Joins Federal Life 


Lee H. Dunbar has been appointed 
assistant secretary of Federal Life. He 
will have charge of the conservation 
program and will assume certain other 
responsibilities. 

Mr. Dunbar has had 29 years of 
diversified experience in all phases of 
home office operations, with particular 
emphasis on conservation and office 
management. He has been for 15 years 





assistant secretary of Alliance Life, re. 
signing because of the sale of the com- 
pany and the removal of its offices to 
Dallas. 





Prudential has promoted J. Ray 
Stowers and George M. Miller from 
mortgage loan inspectors to mortgage 
loan appraisers at its Boise mortgage 
and real estate branch. 


SALES MEETS 


Franklin Life Wisconsin 
Agents Hold Sales Meeting 


F. J. O’Brien, vice-president and 
director of sales promotion of Franklin 
Life, was the guest speaker at a sales 
meeting of Franklin’s Milwaukee area 
agents held at Oshkosh. The event cele- 
brated the Milwaukee state agency plac- 
ing first among 50 in the nation in pro- 
duction for the first seven months, 
Robert Hesse, vice-president of Wis- 
consin State Managers, was in charge 
of the meeting. A banquet concluded a 
full day of sales sessions. 














Hold Meeting at Wichita 


Kansas Farm Life and the Kansas 
Farm Bureau Mutual held a_ two-day 
meeting at Wichita. Those attending 
had won production contests in a three 
months campaign. 





Gen’'l of America Rally 


General Life of America, Atlanta, 
held its first annual agency convention 
at St. Simons Island, Ga. In addition 
to a round table forum in which lead- 
ing agents participated, there were ad- 
dresses by Dr. H. M. Davison, presi- 
dent; W. R. Thomas, chairman; J. E. 
Edwards, agency director, and Commis- 
sioner Cravey of Georgia. R. W. Hicks, 
executive vice-president, was chairman 
of the business session. The company, 
which is only slightly over one year old, 
has approximately $2 million ordinary in 
force. 


Tri-State Lincoln Nat'l Meet 


SALT LAKE CITY—An agency 
meeting of Lincoln National Life for 
Utah, Idaho and Nevada, was held 
here. T. B. Isaacson, general agent 
here discussed plans for increased pro- 
duction. 








Managers for Western Reserve Life 
of Austin, Tex., were in the home offices 
for a two day conference. 








Maechtel Joins Home Life 


Raymond S. Maechtel has joined 
Home Life of New York as assistant 
manager of its John H. Evans agency 
in New York. 

Mr. Maechtel began his life insurance 
career with J. C. McNamara, now Home 
Life general agent in New York. Later 
he joined the C. B. Knight agency of 
the Union Central in New York where 
he headed the brokerage department 
and specialized in pension trust and 
group permanent activities. In 1947 he 
moved to Grand Rapids, Mich., where 
he opened an ordinary agency for the 
Prudential. He will assist Mr. Evans 
in building a full-time organization, He 
is a member and past president of the 
New York C.L.U. chapter. Most. re- 
cently he was with the McMillen 
agency of the Prudential in New York 
City. 





Boatman “Honor Agent” 


C. E. Boatman, Sr., veteran producer 
for California-Western States at Fresno, 
Cal., has been named “honor agent” for 
July as a result of his outstanding record 
for that month. His written volume for 
the month was 225.5% over his 1949 
average, his cases were accompanied by 
quality rating charts, high average aP- 
plication and a renewal ratio of 88.5. 
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NEWS OF LIFE ASSOCIATIONS 





Sections to Take Charge 
of San Francisco Meetings 


Monthly luncheon meetings of San 
Francisco Life Underwriters Assn. the 
coming year will be under the direction 
of the various sections that make up 
the organization, according to William 
L. Hardy, West Coast Life, president. 

The first meeting Sept. 15 will be 
devoted to plans for the new admin- 
istrative year. Then the schedule of 
responsibility and sponsorship will be: 
October, general agents and managers 
section, T. G. Murrell, Mutual Benefit, 
chairman; November, past presidents; 
December, all sections with Christmas 
program; January, sales congress, Ray 
Deston, John Hancock; February, 
C.L.U., Stanley Brooks, Guardian Lite; 
March, caravan committee, Don Mun- 
roe, Union Central; April, women’s sec- 
tion: May, Quarter Million Round 
Table; June, annual meeting, 


lll. Assn. Names Chairmen 


Illinois Assn, of Life Underwriters 
has named the following committee 


chairmen: Programs and sales congress, 








_A NOSEGAY FROM 
THE WEST COAST. 


Paul Speicher, President, 
Insurance Research & Review, 
Indianapolis, Indiana, 


Dear Paul: I just finished over the 
weekend a very careful perusal of 
August MANAGEMENT PLANS. 
As a matter of fact, I spend many 
weekends doing that, and always 
with great benefit and inspiration. 
Your August letter was read at this 
morning’s staff meeting with the 
greatest of profit. One of my boys 
went out on a tough case right after- 
ward and brought in the application 
by the simple use of your ‘No. 1 
Cream of the Crop’, and that’s just 
a sample of the value we get out of 
the wonderful material you and your 
associates make available to us. 


‘When I read the ‘I Am No Asset 
Because . .. ’ material to the boys 
I wish you could have seen their 
eyes — already thimking how effec- 
tively they could make use of this 
smart idea, and so it goes. I want 
you to know that we are all deeply 


grateful and appreciative of your 
magnificent service. I could not 
“keep house” without it, and cer- 


tainly don’t want to try, and I pur- 
pose that you should have this little 
nosegay for yourself and for your 
wonderful staff of associates who 
make this service possible. Sincerely 
and very cordially yours, Walter R. 
Hoeflin” — General Agent, Pacific 
Mutual, Seattle, Washington. 


OUR DEEPEST APPRECIA- 
TION TO WALTER HOEF. 
FLIN AND THE MANY 
OTHERS WHO HAVE SAID 
THINGS ABOUT THE R&R 
MANAGEMENT PLANS 
SERVICE WE COULD NOT 
POSSIBLY SAY OURSELVES. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 








RESEARCH & REVIEW SERVICE 
INDIANAPOLIS y 





Walter G. Meyers, General American, 
Rockford; extension, Dimond, 
Northwestern Mutual, Aurora; finance, 
N. Eric Bell, State Farm, Blooming- 
ton; L.U.T.C., Harold A. Meyer, John 
Hancock, Springfield; membership, 
George Treadway, New York Life, Pe- 
oria; public education, Ray Martin, 
Home Life, Champaign; publications, 
Ferrel Bean, John Hancock, Chicago; 


public relations, W. E. North, New 
York Life, Chicago; relations with 
other organizations, Harry Schultz, 


Mutual Life, Chicago; speakers bureau, 
W. Robert Moore, Provident Mutual, 
Decatur; state law and legislation, Rob- 
ert R. Reno, Jr., Equitable Society, 
Chicago; year book and_ directory, 
Dawn A. Smith, Equitable of Iowa, 
Rockford. 





Illinois Assn. Proposes 
General By-Laws Revision 


A directors meeting of Illinois Life 
Underwriters Assn. was held to discuss 
proposed amendments and changes in 
the by-laws which are to be presented 
at the midyear meeting at Peoria in 
October. The growth of the organiza- 
tion has outmoded the present by-laws, 
necessitating a general revision, 

C. T. Wardwell, Connecticut Mutual, 
Peoria, association president, was in 
charge of the meeting. The executive 
committee of the Chicago association, 
headed by Harry Schultz, Mutual Life, 
president, attended the latter part of 
the meeting. 





Miller Is Kansas Secretary 


Martin G. Miller, Mutual Life, 
Topeka, has been named secretary of 
Kansas Assn. of Life Underwriters by 
President C. O. Braden, Equitable 
Society, Independence. Mr. Miller 
served in a similar capacity two years 
ago when Louis R. Smith, Equitable 
Society, Topeka, was Kansas president. 
He has been with his company at To- 
peka for 36 years. 

President Braden is assisting with the 
organization of a new association at 
Fort Scott and reports interest in a 
local organization at Leavenworth. 

Forty-five officers from local asso- 
ciations attended the leadership train- 
ing school at Emporia. President Braden 
headed the faculty, assisted by. Keith 
Hayes, Hutchinson; Cecil Peterson, To- 
peka; Paul Raymond, Manhatttan; and 
Elliott Beldon, Salina. 


Gives Books to Library 


Roanoke Life Underwriters Assn. has 
presented to the local public library an 
up-to-date shelf of books on life insur- 
ance composed of 10 volumes contrib- 
uted by members. The aim is to give 
the insuring public a current and com- 
prehensive picture of the life insurance 
business. 


Corpus Christi, Tex.—A one-day sales 
congress will be held here Nov. 5 for 
members of the Corpus Christi and Val- 
ley Grande associations. 


Arkansas City, Kan.—New officers are: 
President, Oliver F. Stone, Prudential; 
vice-president, Larry G. Williams, New 
York Life; secretary, Ken L. Reese, New 
York Life; national committeeman, Rus- 
sell R. Rust, National Life & Accident; 
state committeeman, James F.’ Gardner, 
Northwestern National. 

Allen-Neosho County, Kan.—Robert O. 
Blunk, Chanute, has been named presi- 
dent, succeeding Robert Lobdell. Cole 
Leverenze is vice-president; Arthur 
Krone, secretary, and Mr. Lobdell state 
committeeman. 

Great Bend, Kan.—Elliott Belden, re- 
gional supervisor of Franklin Life, Sa- 
lina, addressed the Central Kansas asso- 
ciation on “What It Takes.” The next 
meeting will be Sept. 17. 

Sioux City, Ia.—George Gardiner, Mu- 
tual Benefit Life, was elected president; 
E. R. Bergman, John Hancock, vice-pres- 
ident; Ralph Tritz, National Life of Ver- 
mont, treasurer; Harold L. Taylor, Jr., 
Prudential, secretary; Dan Haley, New 
York Life, national committeeman; and 


H. E. Dodge, Bankers Life of Iowa, state 
committeeman. Dr. J. P. Jones, profes- 
sor of business at the University of 
South Dakota, addressed the group and 
presented national quality awards. 

St. Joseph, Mo.—C. G. Phillips, National 
Life & Accident, was appointed chairman 
of the meeting and attendance commit- 
tee and will be assisted by Frank Ott, 
also of National Life & Accident. Weldon 
W. Dillener, New York Life, was ap- 
pointed chairman of the committee on 
education and James H. Hance, Equitable 
Society, was named chairman of the com- 
mittee on C.L.U. and national quality 
award. 

Indianapolis—Hastings A. Smith, New 
England Mutual, has been made chair- 
man of the Indiana association’s caravan 
sales congress. The caravan, staged for 
the first time last year, drew close to 
2,000. Mr. Smith will have charge of 
Over-all planning and coordination with 
the local associations, 


POLICIES 


Prudential Liberalizes 
Medicals on Surplus Cases 


Regulations covering the medical 
examination on surplus insurance have 
been liberalized by Prudential. The 
medical report of the regularly ap- 
pointed examining physician of the com- 
pany originating the business will, gen- 
erally, be accepted. Prudential will re- 
serve the right, however, to require re- 
examination by its own appointee if the 
report does not conform with estab- 
lished company standards. 

In the past, Prudential field offices 
have been provided with a list of other- 
than-Prudential examiners whose _ re- 
ports would be accepted in surplus 











cases. However, it was difficult to make 
these lists complete and to maintain 
their accuracy. 





Life of Va. Ups Annuity Limit 


Life of Virginia has increased the 
maximum single premium for imme- 
diate cash refund and instalment refund 
annuities from $50,000 to $100,000. 
Limit is now $100,000 for all single 
premium immediate annuities. 





Kansas Farm Life has introduced life 
paid-up at age 85 and 20 payment en- 
dowment at 85 policies which will be 
issued up to age 65 in minimum amounts 
of $1,000. 








Law Institute Issues 
Estate Planning Monograph 


NEW YORK—Tax aspects and ways 
of passing on the proceeds of life in- 
surance policies, apart from taxes, are 
covered in a monograph by Joseph 
Trachtman of the New York Bar and 
issued by the Practising Law Institute, 
a non-profit educational institution. Com- 
mon arrangements are explained and 
those less often encountered, such as one 
whereby life insurance is not taxed in 
the estates of either spouse or in the 
estate of their children and income tax 
is saved on the income used to pay the 
premiums. 

The monograph also discusses life in- 
surance to buy out a decedent’s interest 
in a partnership or close corporation. 
The monograph, entitled “Estate Plan- 
ning,” covers wills and other aspects of 
estate work besides life insurance. Copies 
are $2 each from the institute, 57 Wil- 
liam street, New York City. 














Jo Men of Vision — 


the West offers golden opportunities TODAY, as 
it did in the gold rush days. 


Expanding industries, tremendous population increases, bustling busi- 
ness markets...provide opportunities for men of vision GREATER 


expansion program. 







’ roy, 1 


new way of life. 











than at any previous time. In keeping with this aggressive Western 
spirit of continuous development, 


we have started a NEW agency 


To men of vision we offer not only SECURITY... but a 


It is to your advantage to make further inquiries. 


G. A. L’Estrange 


Vice President and Agency Director. | 


Phe GAPITOL LIFE 


INSURANCE COMPANY 


CLARENCE J. DALY, President 


HOME OFFICE - DENVER 

















ties for qualified men. 


TULSA, OKLAHOMA 





We’re Looking... 


For representatives in COLORADO and MICHI- 
GAN to handle our complete line of life, accident and 
health, and group coverages. Exceptional opportuni- 


Address: The Agency Department 


ATLAS LIFE 


JOHNSON D. HILL, President 
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ACCIDENT AND HEALTH 





Bureau Report Suggests 
Aviation Exclusion Revision 


The aviation subcommittee of Bureau 
of A. & H. Underwriters, which recently 
completed a study of the aviation ex- 
clusion contained in broad coverage 
accident policies, recommended a revi- 
sion that would appreciably broaden the 
policy coverage without additional cost 
to the policyholder. Many companies, 
while maintaining the complete aviation 


exclusion, have been attaching riders 
which in effect waived the exclusion 
insofar as the passenger hazard in 


scheduled flights in licensed planes was 
concerned. 

Exclusions suggested, some or all of 
which might be used, depending on the 
desires of the companies concerned, 
are: 

“The insurance under this policy shall 
not cover death, disability, or other loss 
caused or contributed to by travel or 
flight in any aircraft: (a) outside the 
mainland of North America (including 
islands within 50 nautical miles of the 
mainland and flights between the main- 
land and such islands), except as a pas- 
senger in an aircraft operated on a 
regular schedule by an_ incorporated 
passenger carrier over its regularly 
established air route; (b) operated by 
or under the direction of any military, 
naval or other armed service; (c) not 
certified as airworthy for the carrying 
of passengers by the appropriate author- 
ity of the government of its registry 
and piloted by a legally qualified pilot; 
(d) of which the insured is a pilot or 





a member of the crew or which is being 
operated for aviation training. (A per- 
son operating or learning to operate 
an aircraft, or a legally qualified pilot or 
student pilot to whom the controls of 
an aircraft are readily accessible, shall 
be deemed to be a pilot or a member 
of the crew thereof.)” 

There seems to be a question as to 
the necessity for some of the exclusions 
indicated, 


Program of Cal. A. & H. 
Managers Assn. Announced 


LOS ANGELES—A. & H. Managers 
Club of Los Angeles has completed 
the program for the annual convention 
of California Assn. of A. & H. Managers 
Clubs, to be held here Oct. 28. 

The convention will open with a 
closed session for managers only, fol- 
lowed by a business session at which 
time officers will be elected. This will 
be followed by an open session at which 
Henry H. Childress, associate counsel 
of Pacific Mutual Life, will speak on 





the “New California Minimum Stand- 
ards Law.” 
At the luncheon Secretary James 


Reynolds of Automobile Club of South- 
ern California will give an inspirational 
talk. 

At the afternoon session Commis- 
sioner Downey will talk on “The Field 
Man’s Responsibility to the Public,” 
and James E. Delaney, assistant vice- 
president of Bank of America, on 
“California Futures.” Charles Wilbur, 
leading producer of the Wilmer M. 


presIDENT 


BUILDING 





Write your own 


ticket! 


THAT'S RIGHT... You write your 
own ticket when you represent the 
Bankers Mutual Life. Because the more 
business you produce... the higher the 
commissions! 


And frankly ... just about all of our 
representatives are earning top com; 
missions, because our exclusive Junior 
Estate Builder and Retirement Income 
plans are ‘“‘best sellers’’. 


Why. not find out more about us? 
Write now! Right now! 





COMPANY 


FReeporR' 


Hammond agency of Aetna Life, will 
talk on “Why Should We Sell Accident 
Insurance?” and F. Britton McConnell, 
vice-president and general counsel of 
Unity Mutual Life & Accident, on “The 
Effect of Socialized Insurance on Pri- 
vate Enterprise.” 

The convention will close with a 
cocktail hour and banquet. 


Atlanta A. & H. Assn. Girds 
for Legislative Battle 


Atlanta A. & H. Assn. has hired an 
attorney and drawn up a bill to sup- 
plant house bill 115, which will be up 
for consideration in the next session of 
the Georgia legislature which opens in 
January. The bill which the Atlanta 
association is fighting would permit any 
three or more persons to incorporate 
a non-profit medical service plan. The 
bill states that such a corporation would 
not be construed as being engaged in 
the insurance business. 

The association is holding its meet- 
ings this year on the second Tuesday 
in each month and the speaker for Sep- 
tember will be Albert Henson, Atlanta 
attorney, who will talk on unfavorable 
legislation pending. The association ex- 
pects to develop other clubs in neigh- 
boring cities after legislation has been 


handled. 


Wisc. A. & H. Men to Hold 
Meeting at Wausau Aug. 27 


The annual meeting of Wisconsin 
A. & H. Assn., scheduled for Aug. 27 
at Wausau, will be opened by Walter 
Dopke, president. The opening session 
will include a business meeting and 
election of officers and directors. 

After lunch a sales congress will be 
conducted. Charles B. Stumpf, Illinois 
Mutual Casualty, Madison, president 
International A. & H. Assn., will speak 
on “Your Approach, Is It Yours”; Carl 
A. Ernst, North American L. & C,, 
St. Paul, treasurer International asso- 
ciation, on “The Three S’s in Selling,” 
and W. H. Legler, Wisconsin National 
Life, Minneapolis, on “Place First 
Things First.” 

An Upper Wisconsin Association will 
be organized in connection with the 
state meeting. 











Warning on Polio Cover 


In connection with the big increase 
recently in the writing of polio insur- 
ance, some leaders in the business have 
pointed out that while this business 
probably can be written with a profit 
if there is sufficient spread, the smaller 
companies entering the field are taking 
a very serious chance with it, as the 
losses might easily mount up to a 
catastrophic figure. 

It is believed that business written 
on family groups is much safer from 
an underwriting standpoint than where 
the policies are written on individuals. 
One company which has written a very 
heavy volume of this business on in- 
dividual policies, largely on children, 
has had a bad experience on it and has 
had to increase its rates. 

A large life company writing a great 
deal of reinsurance, which has _ re- 
insured quite a large volume of polio 
business, also has had a bad experience 
on it and has ceased to write such 
reinsurance except where a company 
also is reinsuring life business with it. 


UCD Study Group in Ohio 


Under a law passed by the Ohio 
legislature setting up a commission to 
study sickness disability legislation to 
be operated in conjunction with un- 
employment compensation, the governor 
is to appoint three members to work 
with six legislators. Those named by 
the senate are O. E. Whitaker, Minerva; 
Edward Welsh, Dayton; Tom E. More- 
head, Zanesville. Mr. Morehead is an 
insurance agent. Those representing the 





house are Ed Witmer, Canton; Mark 
McElroy, Cleveland; Ralph L. Hum- 
phrey, Ashtabula. Mr. Humphrey is an 
insurance man. 


Hospital Benefits Doubled 


North American Mutual of Wilming- 
ton, Del., has introduced a double bene- 
fit rider on hospitalization policies, to 
enable policyholders to get double bene- 
fits by paying an increased premium of 
$2 per month. 











Republic Nat'l Leaders 

W. E. Lewis of Wellington, Tex, 
was Republic National’s leading pro- 
ducer of life business for July. M. L, 
Hansard of El Campo, Tex., led in 
A. & H. premium volume. Houston 
agency led for July in A. & H. produc- 
tion and was first in average persistency, 

An intermediate school will be held 
at the home office Aug. 29-Sept. 2. 





Fiduciary Counsel Ups McAlpin 


Malcolm E. McAlpin has been elected 
a vice-president of Fiduciary Counsel, 
New York. 

Mr. McAlpin has been with Fiduciary 
Counsel since 1948, prior to which he 
served with the army air forces. He is 
a graduate of Princeton. 


Early SECURITY 








Modern SECURITY 


Don’t let your policyowners 
expect to fight off an attack 
of financial loss with out- 
moded swords and shields. 


Show them that security 
from financial attacks 
caused by disabilities must 
be met with modern weap- 
ons ... like Security Mu- 
tual’s Accident, Health, 
Hospital or Non-Can poli- 
cies. 


Security Mutual 
Life Insurance Company 


INCORPORATED 1886 
Binghamton, New York 
Frederick D. Russell, President 
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COMPANIES 


Shenandoah Denies Liability 
in Holding Company Suit 


ROANOKE — Shenandoah Life has 
filed in Roanoke City circuit court a 
denial of liability for a claim of nearly 
$1 million in a suit brought by J. P. 
Saul as receiver for the defunct Shen- 
andoah Holding Co. Mr. Saul con- 
tended that the holding company’s 
stockholders were entitled under Shen- 
andoah’s mutualization plan to 40% of 
the “net earnings” from May 7, 1934, 
to May 7, 1949. 

Shenandoah Life argues that this was 
not the way the mutualization plan was 
understood by Mr. Saul and other stock- 
holders of the holding company when 
the plan was inaugurated in 1934 and 
declared that holding company stock- 
holders were entitled to dividends, 
which have been paid, rather than net 
earnings, being entitled to receive only 
such dividends as the directors of the 
life company might see fit to declare 





during the 15-year period beginning 
May 7, 1934. 
Mr. Saul alleged in his suit that only 


“nominal” dividends have been de- 
clared, but Shenandoah says dividends 
have totaled $460,000. 


Golden State Mutual Opens 
New Home Office Building 


LOS ANGELES —Lt.-Gov. Knight 
led the list of public officials and citi- 
zens joining Golden State Mutual Life 
in the formal opening of its new home 
office. 

The six-story. structure, covering 
48,440 square feet, was constructed at 
a cost of $974,000. Its accommodations 
include an auditorium seating 400, em- 
ploye cafeteria and lounge, library and 
medical laboratory. 








National Life Benefit of Houston has 
been licensed in Virginia to write life 
and accident insurance, including hos- 
pitalization. 


To Give L.O.M.A. Course 


San Francisco Agency Cashiers Assn. 
will sponsor the winter educational 
course of Life Office Management 
Assn. in that city. ’ 

Final plans for the course, which will 
be conducted at Golden Gate College, 
will be made at a meeting Sept. 21 
where new officers also will be elected. 











Texas Congresses Set 

Sales congresses will be held by Texas 
Assn. of A. & H. Underwriters at Lub- 
bock, Dec. 5; Dallas, Dec. 6; San An- 
tonio, Dec. 7, and Houston, Dec. 8. 





The Cincinnati district of John Han- 
cock is moving from the Enquirer build- 
ing in the downtown section, where it 
has been located many years, to 2425 
Gilbert avenue in suburban Walnut 
Hills. J. G. S. Meyer is district manager. 


RECORDS 


July production of Business Men’s As- 
surance, up 11.7% was a new high for 
July. Production was $7,619,767, bring- 
ing the total for the first seven months 
to $58,568,719, up 7.5% over a year ago. 

Bankers Life of Iowa’s paid business 
the first seven months totaled $87,238,- 
726, almost exactly even with the same 
period last year. Group showed a gain 
of slightly more than $600,000. 

For July total was_ $10,870,950 as 
against $14,235,820. Ordinary amounted 
to $10,176,907 compared with $12,019,321. 
Insurance in force totals $1,420,931,208. 
Ordinary insurance represented $1,188,- 
162,050. 

Occidental Life closed the first half of 
1949 with $2,039,482,358 of life insurance 
in force for a net increase of $117,279,752 
Over the Dec. 31 figure. The company 
crossed the $2 billion mark in early 
March. Ordinary in force figure June 30 
reached $1,293,739,371, a new high. Group 
insurance in force was $745,742,987. 











LIFE AGENCY CHANGES 





Lincoln National Names 
Stratton at Houston 


J. Bryan Stratton, formerly district 
agent in Baytown, Tex., has been ap- 
pointed general 
agent in Houston 
for Lincoln Na- 
tional Life. He be- 
gan his life insur- 
ance career with 
the company in 
1935. He was a 
successful producer 
from the start and 
in 1947 qualified 
for the Million 
Dollar Round Table 
and became a mem- 
ber of the Presi- 
dent’s Club. 

Mr. Stratton is 
a graduate of Washington and Lee Uni- 
versity. He specializes in programming. 
He is a colonel in the officers reserve 
corps. He succeeds W. J. Erbe, who 
will shortly announce his connection 
with another company. 


Douglass Norfolk District 
Agent for New England 

New England Mutual Life has estab- 
lished a new district agency at Norfolk, 


Va., with W. Birch 
Douglass, formerly 





Stratton 


J. B. 





of Richmond, as 
district agent, The 
office, which will 
be located in the 
Royster building, 
will be opened 
Sept. 1. 


A graduate of 
Hampden-Sydney 
College, Mr. Doug- 
lass has been with 
the company for 10 
years as an agent. 
He is a member of the company’s 
Quarter Million Club and a former di- 
rector of the Richmond Life Under- 
writers Assn. 


R. J. Wilcott Advanced 


Ralph J. Wilcott, Business Men’s 
Assurance, Chanute, Kan., has been 
advanced from district supervisor to 
district manager for an enlarged ter- 
ritory which now includes northeast 
Oklahoma and southeast Kansas. He 
continues under the supervision of State 
Manager Bert A. Hedges, Wichita. 





W. B. Douglass 


Metropolitan Names Three 


Metropolitan Life has made three 
managerial changes in its New Eng- 
land territory. Cyrus H. Ohanian, 
formerly with the field training divi- 
sion, becomes manager at ‘Taunton, 
Mass. Clarence T. Borden, formerly 
manager at St. Johnsbury, Vt., has been 
appointed manager at Attleboro, Mass. 
Glendon A. Arnold, formerly with the 
field training division, has been pro- 
moted to manager at St. Johnsbury. 





Lancaster Erie Manager 


Charles F. Lancaster has been named 
manager of Prudential’s Erie, Pa., dis- 
trict office. He succeeds D. Le Roy 
Williams, who was transferred to Steu- 
benville, O. 

Mr. Lancaster, with the company 
since 1927, had been manager at Taren- 
tum, Pa. He is a former president of 
Pennsylvania Life Underwriters Assn. 





Lane Assistant Manager 


Edward E. Lane has been appointed 
assistant manager of Prudential’s Fred 
A. McMaster agency, Los Angeles. Mr. 
Lane attended Boston University and 
served with the army air corps. 

Also named assistant managers in 
California by Prudential are William 
R. Wilson and Frank F. Covello at 


Alhambra, and George A. Miller at 


San Bernardino. 


Stuart Monroe Associate 
G. A. with Solomon Huber 


Stuart Monroe, who has been with 
Equitable Society in New York City 
for many years, 
will join the Solo- 
mon Huber agency 
of Mutual Benefit 
Life in New York 
City Sept. 1 as as- 
sociate general 
agent. He started 
with Equitable’s 
cashier training 
program in the De- 
troit office before 
going to the home 
office. Studying 
law at Fordham 
university evenings, 
he received his law 
degree and became assistant counsel. 
He won recognition as an authority in 
the field of trust, taxes and estate plan- 
ning, writing numerous articles and 
pamphlets. He has been in great de- 
mand as a speaker. He has served as 
C.L.U. instructor for New York Uni- 
versity and the Insurance Society of 
New York. 

In recent years, Mr. Monroe has 
served as head of the pension trust 
division and for the last 15 months has 
been a unit manager, familiarizing him- 
self with sales work and developing, 
training, teaching, recruiting and sell- 
ing techniques. 

At the Huber agency Mr. Monroe 
will work with career agents, concen- 
trating on expansion of property plan- 
ning courses, with particular emphasis 
on Mr. Huber’s own procedure. He 
will also have responsibility for the 
agency’s annual forum and its annual 
meeting. He will be welcomed at a 
luncheon by his new colleagues Aug. 31. 








Stuart Monroe 





Named by Pioneer American 


Pioneer American has appointed V. D. 
Waltrip and Kurt Freund co-general 
agents at El Paso. Both men were for- 
merly with Reserve Loan Life and prior 
to that were with Capitol Life. 





A. G. Withers, formerly a superintend- 
ent for National Life & Accident, has 
been appointed a supervisor by General 
Life of America, Atlanta. Mr. Withers 
was a leading ordinary producer for Na- 
tional Life & Accident. 


L.IL.A.M.A. Raises Three 
in Research Division 


The Life Insurance Agency Manage- 
ment Assn. research division has named 
H. Virginia Fischer research assistant; 
Marilyn A. Griffin, head of the sta- 
tistical unit; and Elizabeth H. Overton 
head of the processing unit. 

Marjorie Taylor, who has been head 
of a combined statistical and processing 
department tor several years, has re- 
signed to join her husband in New 
Haven. 

Miss Fischer will work closely with 
Constance M. Twichell, assistant di- 
rector of research, who supervises the 
activities of 30 research members. For- 
merly in charge of processing, Miss 
Fischer has been with the association 
for two years. She is a Smith College 
graduate and the daughter of Chester 
O. Fischer, Massachusetts Mutual vice- 
president. 

Miss Griffin attended Connecticut 
College for Women. She joined the as- 
sociation in 1946 as a statistical assist- 
ant and, for the past year, has headed 
the computation unit. In her new posi- 
tion, Miss Griffin will have responsibil- 
ity for all the regular surveys prepared 
and published by the division. 

Mrs. Overton will supervise the re- 
ception, preparation, and coding or 
scoring of the hundreds of thousands 
of completed forms, tests, and ques- 
tionnaires which are received from 
member companies and which provide 
the basis for research reports. Mrs. 
Overton, a Wellesley graduate, joined 
the association last year. 


Equitable Society July 
Production Highest Ever 


Equitable Society agents produced 
$147,873,202 of ordinary and $266,502,- 
116 of group in the July campaign to 
honor Vice-president V. S. Welch. The 
business was written by 5,412 agents 
who insured 35,583 lives in honor of 
Mr. Welch’s 20th anniversary with the 
company. Production was the highest 
for any July in company history. Cam- 
paign emphasis was on lives and the 
number insured was 206.2% of quota. 

Three hundred and sixty agents in- 
sured 20 lives or more, 1,069 wrote be- 
tween nine and 20 lives, and 1,620 wrote 
between four and nine lives. Lives app 
leader was F. W. Hanay of the W. B. 
Farr agency, Minneapolis. Leading 
agency for lives insured was the F. G, 
Holderman, Jr. agency at Peoria. The 
Meyer M. Goldstein agency of New 
York City produced 773.3% of quota 
to lead in the percentage of quota 
achieved. 











Year Assets 
1908 5,482 
1938 1,015,879 
1948 4,969,740 
1949 6,199,146 


tractive agency contract. 
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STEADY GROWTH...Now Operating in Seven States - 


GROW WITH US 
In Missouri, Illinois, lowa, Kansas, Kentucky 
openings for good personal producers in all 


rite: H. G. Zelle, President 


INSURANCE COMPANY 


Capital Insurance 

Surplus in Force 
5,482 744,032 
302,266 11,741,911 
1,417,585 74,653,754 
1,719,240 85,129,523 


Arkansas, and Oklahoma. We have 
of the above states with a very at- 


ST. LOUIS 1, MISSOURI 











cies you will enjoy selling. 


EXCELLENT OPPORTUNITY 


A Company with the personal touch—a ratebook full of poli- 


Let us tell you more about our plans for greater expansion. 


GENERAL AGENCY TERRITORY AVAILABLE 
IN PENNSYLVANIA AND MARYLAND. 


For information write to 
JOHN O. SLEMMER, Manager of Agencies 


SCRANTON LIFE INSURANCE COMPANY 
SCRANTON, PA. 
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Four Hartford Companies 

Lose Interest Tax Decision 
HARTFORD—A dispute concerning 

taxes that the tax department claimed 


were owed on interest collected on 
mortgages for 1942, 1943, and 1944, was 
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lost by four companies when Tax Com- 
missioner Walsh refused to waive 
about $7,000 in penalties imposed in 
1946. 

The companies involved were Aetna 
Life, Connecticut Mutual Life, Phoenix 
Mutual Life, and Connecticut General 
Life. 

According to the tax department, the 
companies collected interest on mort- 
gages through brokers, paying taxes on 
the interest collected, but deducting 
the amounts they paid the brokers or 
agents. The tax department had ruled 
that the companies should pay taxes on 
the full amounts of interest collected, 
before deducting the sums they paid the 
brokers who collected the interest for 
them. 

An unusual angle to the case was that 
W. W. Walsh, counsel for the compa- 
nies, was tax commissioner at the 
time the penalties were imposed. 


FRATERNALS 


H. F. Turner Heads 
Modern Woodmen 


Henry F. Turner, Paducah, Ky., a 
Modern Woodmen director for 14 years, 
has been named presi- 
dent to succeed E. J. 
Bullard of Rock Is- 
land, who has resign- 














ed because of his 

health. 

John C. Phillips, 

Rock Island, assist- 

ant to the president 

since 1838, succeeds 

Mr. Turner as di- 

rector. 

The appointments H. F. Turner 


become effective Sept. 
15. 
Mr. Turner has been officially con- 
nected with Modern Woodmen since 
1914, when he went on its board of 
auditors, serving in that capacity until 
being elected a director. Mr. Phillips 
has been with the Woodmen head office 
since 1912. Mr. Bullard’s retirement 
completes 46 years’ service with Modern 
Woodmen. 








Mich. Act to Bar Insurance 
and Undertaking Hookup 
Attacked in Federal Court 


Attorney General Roth of Michigan 
has been directed by Federal Judge 
Lederle of Detroit to show cause why 
a permanent injunction should not be 
granted to prevent enforcement of a 
1949 legislative act making it unlawful 
for an insurance carrier or its agents 
to operate an undertaking establish- 
ment. 

Suit was filed by Arthur G. Wright, 
Detroit mortician and _ president of 
Wright Mutual Insurance Co. The com- 
plaint contends that the statute violates 
the 14th amendment and that its opera- 
tion would deprive the plaintiff of prop- 
erty without due process of law. 

The act was the subject of consider- 
able controversy and several commit- 
tee hearings. Departmentally backed, 
it was designed to divorce the under- 
taking business from insurance. 

The act was attacked in the legisla- 
ture as discriminatory against Negroes. 
Partly as a result of that controversy, 
Gov. Williams recently appointed a 
special commission to investigate al- 
leged discriminations against that race 
by various classes of insurance carriers. 





New 21-Payment Life Plan 


Western Mutual Life is now issuing 
a 21-payment life plan with return of 
premiums in addition to the face of the 
policy in event of insured’s death dur- 
ing premium-paying period. Also issued 
is the home protector plan, providing 
for $2,500 insurance reducing $100 per 
year for 20 years and remaining level 
at $500 thereafter. 


Brokerage Agency Operations Outlined 


(CONTINUED FROM PAGE 5) 





his life department. The broker must 
be willing to share profits with the life 
man on a joint basis, because in this 
way, and in this way only, is there prop- 
er incentive for a good life man to un- 
dertake this particular kind of work. 
There have been instances where a brok- 
er, having made a certain financial ar- 
rangement with a person to operate a 
life department, wondered if the life 
man was making too much money. This 
is not good reasoning because the more 
the life man makes, the more the broker 
makes, to say nothing of the improved 
service the house is able to render. In 
some cases the life man may have great- 
er earnings than some of the general 
solicitors of the brokerage firm. This 
should not be at all disturbing to the 
broker because after all the life man is 
doing a specialty job, which requires his 
special skill and ability, and it could 
not be done otherwise. If he performs 
these services well, he is entitled to the 
financial advantage that goes with a suc- 
cessful undertaking. 


Must Seek Life Business 


In order for general brokerage houses 
to do a good life business, they must 
seek it, and not avoid it; they can let 
their clients know, both by formal an- 
nouncement and statements by solicitors 
when calling on clients, that they are 
prepared to give the same service and at- 
tention to life insurance and allied lines 
as to the other insurance protection car- 
ried by their customers. 

A limited educational program under- 
taken for solicitors is always of value in 
over-all results. An example of this 
would be, from time to time, to brief the 
solicitors on specific types of policies, 
showing how to recognize a need, and to 
cause the solicitor to think of clients 
where that particular type of protection 
would be desirable and useful. In addition 
to educating solicitors in life matters, it 
demonstrates that the life department is 
anxious to help the solicitors better 
serve their assured. Emphasis should 
always be on having the solicitor alert 
to life business, and comfortable in the 
knowledge that when he has a prospect 
he can place the matter in the hands of 
his life man, confident the client will be 
given competent service. The solicitor 
does not have the time, or the practical 
experience, to go into the finer points of 
life insurance. The life insurance man 
must make it easv for him to get busi- 
ness, and thus augment his income with 
better service to clients. 


Can Audit Clients’ Policies 


A considerable number of brokerage 
firms have found it possible to audit the 
policies of clients, with a view to arrang- 
ing a sound insurance program, and to 
do some estate planning. This is an 
excellent approach for the brokerage 
house to make, because it is low pressure 
selling; the program properly prepared 
speaks for itself. 

These are some of the things that have 
kept a real flow of business going into 
the Eubank & Henderson agency over 
the years. It is true that the best suc- 
cess along the lines discussed here is 
with a brokerage firm of some size. 
Many brokers with a small number of 
accounts do a fine life business. In some 
cases one life man has served as the 
“life department” of several brokers 
where the number of accounts per brok- 
er is not enough to justify a full time 
life man. This type of operation is suc- 


cessful only where a high degree of con- 
fidence exists between the life man and 
each broker with whom he is working, 





PROVIDE SALES IDEAS 


Representatives of Eubank & Hender- 
son calling on brokers, particularly those 
brokers who do not have @ life insur- 
ance department, always try to furnish 
an idea which the broker can turn into 
profit. For example, when Prudential 
announced its reducing term (temporary 
income policy), the purpose of which 
was to provide income up to social se- 
curity, that contract included the right 
to settle the proceeds in one sum. There- 
fore, the policy was a particularly good 
one to cover an outstanding mortgage 
and to meet other special obligations, 
As a result of showing the broker some 
of the uses to which the policy could be 
put, other than that originally intended, 
the agency did extremely well with sales. 
In a case of this kind, it was only neces- 
sary to ask the broker who among his 
clients had a mortgage, or other type of 
obligation, which reduced periodically. 
Such an approach starts the broker 
thinking, and as he turns over in his 
mind many of his clients, whose affairs 
he is intimately acquainted with, he will 
find many opportunities to make use of 
a specific policy. 

An agency doing a successful broker- 
age business finds business much more 
competitive today than it was a few 
years ago. Formerly many companies 
did not accept substandard business, 
and their limits of retention were much 
lower than they are now. Now, since 
several companies have both increased 
their limits and gone into the substand- 
ard field, an agency finds its opportuni- 
ties for surplus business are consider- 
ably reduced. Still the regular full time 
life producer does have an opportunity 
to place business with Eubank & Hend- 
erson in cases of extremely large 
amounts of insurance, on substandard 
cases, and occasionally where a prospec- 
tive purchaser has named a specific com- 
pany. 

Tied to General Economy 


When business generally is off, an 
agency operating as the Eubank & 
Henderson agency does is in no position 
to apply any pressure to increase busi- 
ness. Therefore, their type of operation 
more quickly follows the rise and fall in 
the general economy than an agency op- 
erating with full-time men. When busi- 
ness goes down, the general broker may 
be particularly busy looking after the 
innumerable things required to bring the 
general insurance coverage of his cli- 
ents in line with current conditions. The 
volume of the agency goes off more 
quickly than in an agency operating with 
a full time sales force, but by the same 
token, it comes back more quickly when 
business starts on the upgrade. 

The agencv has occasion to distribute 
a considerable number of large lines of 
insurance throughout the year, placing 
business with many agencies of many 
companies. This is a service the agency 
is glad to perform for brokers, and it is 
appreciated because it relieves the broker 
of all details incident to the handling of 
a large line of insurance, gives him the 
benefit of the experience of the person- 
nel of the agency, trained over the years 
in dealing with cases of this kind. Han- 
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dling of such cases is helpful to the 
agency because it brines about reci- 
procal business from the agencies of 
other companies, who are favored with 
part of the larger lines of insurance so 
distributed. 

Brokerage Business No Stepchild 


Any agency working closely with 
brokers must give fully as much at- 
tention to the application produced by a 
broker, as would be given to an appli- 
cation written by a full-time agent. In 
other words, brokerage business cannot 
be treated as a stepchild. As an example, 
the agency makes every attempt to keep 
a broker thoroughly and completely in- 
formed about his business from the time 
an appointment for an examination is 
made until the case has been completed. 
It has special personnel to keep the busi- 
ness moving along smoothly and expe- 
ditiously. The persons dealing with the 
new business of the agency are con- 
stantly in communication with the home 
ofice underwriters and others by direct 
wire, as the case moves through the 
many steps necessary in the selection 
of life insurance business. 


§54 Qualify for M.D.R.T., 
Only Five Below ‘48 Peak 


(CONTINUED FROM PAGE 1) 


tor of agencies; John J. Magovern, Jr., 
associate counsel; and John D. Brundage 
and Robert W. Wilkinson, regional su- 
perintendents of agencies. 


Sunday, Sept. 18 

Double-header baseball game—Cincin- 
nati Reds vs. Boston. 

Buffet dinner—Pavillon Caprice. 

Blue grass country of Kentucky tour 
by bus. 

“Hall of Mirrors. Open work session, 
William T. Earls, Connecticut Mutual, 
Cincinnati, presiding. Denis B. Maduro, 
attorney, New York, moderator; Edmund 
B. Whittaker, vice-president, Prudential; 
A. J. Ostheimer, III, Northwestern Mu- 
tual, Philadelphia. 


Monday, Sept. 19 : 

M.D.R.T. member speakers—Hall of 
Mirrors. John O. Todd, Northwestern 
Mutual, Chicago, presiding. 

Matthew J. Lauer, Continental Amer- 
ican, New York City: “The Hazards of 
Ignorance.” 

Harold C. Rose, H. C. Rose Co., New 
York City: “Selling Techniques in the 
Higher Brackets.” 

E. Benjamin Redfield, Jr., Northwestern 
Mutual, Boston: ‘‘Your Problem Is My 
Story.” 

Afternoon—M.I.R.T. member speak- 
ers—Hall of Mirrors. Walter N. Hiller, 
Penn Mutual, Chicago, presiding. 

Arthur F. Priebe, Penn Mutual, Rock- 
ford: “Simplified Programming.” 

Dick Evans, Massachusetts Mutual, 
Los Angeles: “The Life Insurance of 
America.” 

Stanley E. Martin, State Mutual, Dal- 
las: “God and Life Insurance.” 

Evening—Post-official convention re- 
ception and buffet in honor of M.D.R.T. 
—Queen City Club, Ohio National, Union 
Central, Western & Southern hosts. 





Fowlkes Resigns as G. A. 
of Provident Mutual 


Walter B. Fowlkes, Jr., has resigned 
as Birmingham general agent of Provi- 
dent Mutual Life, effective Oct. 1. He 
will devote his full time to personal 
production and service to his clientele. 

Mr. Fowlkes has been with the com- 
pany since 1925 and has been a general 
agent since 1930, when he became a 
partner with his father. Following his 
father’s death in 1936, Mr. Fowlkes be- 
came sole general agent, although the 
agency retained the firm name _ of 
Fowlkes & Fowlkes. Mr. Fowlkes has 
been a substantial personal producer, 
having qualified for a number of the 
company’s top nroduction clubs. 


- R. Townsend, Sr., Equitable of 
lowa, Indianapolis, was speaker at the 
annual picinc of the company’s agency 
at Kokomo. Mr. Townsend was for- 
merly a partner in the agency, now 
under the direction of R. L. Boyd. 








WANTED—EXPERIENCED LIFE UNDERWRITER 
One with several years of home office experi- 
ence to come in and coordinate underwriting, 
Policy issuance and recording. Prefer married 
man, 35 or over, salary open, location Chicago. 
Our people know of this opening. Address 
V-63, The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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Bolster Economy 


(CONTINUED FROM PAGE 1) 





plant expansion were almost incalcul- 
able, he declared. 

Thus by putting to work the accumu- 
lated savings of policyholders, the in- 
dustry has assisted in enlarging the real 
national income to a scale never before 
known. “This is important to you as 
citizens. It is equally important to you 
as life insurance salesmen, because you 
are selling a product which depends 
upon income,” Mr. Dawson declared. 
“Can there be any doubt that with na- 
tional income in 1949 in the neighbor- 
hood of $220 billion, as contrasted with 
national income in 1940 of $81 billion, 
you are selling in quite a different envi- 
ronment and to a far more receptive 
customer than ever before?” 

Mr. Dawson indicated that after 20 
years of, depression and war, the de- 
mand for security is a ground-swell 
which the politicians are meeting by 
promising the people security based on 
socialism. The so-called welfare state 
provides security that can be obtained 
only by relinquishing freedom and kill- 
ing the system of individual initiative, 
he pointed out. He characterized life 
insurance as a living proof that freedom 
and security can go hand in hand. In 
America, he said, the people create their 
own security through life insurance and, 
at the same time, provide the capital that 
nurtures private enterprise and raises 
its standard of living so that everyone 
can live better and be more secure. 
While achieving security, Americans 
maintain complete freedom and en- 
hance their own economic opportuni- 
ties. The speaker charged his com- 
pany’s representatives with making the 
distinction clear to the people between 
the false security under the dead hand of 
bureaucracy and real security created by 
a dynamic economic system. 


NSLI Dividend Blanks 
Ready for Vets Aug. 29 


Application blanks for the $2.8 billion 
National Service life insurance special 
dividend for some 16 million present 
and past policyholders will be available 
to veterans Aug. 29. The forms will be 
in every postoffice, VA office and veter- 
ans’ service organization. 

Other forms, or reproductions of the 
official form, cannot be used, and will 
delay processing if submitted. It is ex- 
pected that checks will start flowing in 
January, 1950. 

More bills have been introduced to 
amend the National Service life act. 
One deals with health deterioration be- 
tween lapse and reinstatement, another 
with maximum amount to be reinstated, 
and a third would require use of the 
commissioners’ standard ordinary table 
of mortality and a 3% interest rate. 
Still others would affect premium and 
dividend payments, change of benefici- 
ary, and amount of payments. 


Outlives Expectancy Tables 


Mutual Life has presented Nels J. 
Agneberg, 96, Minneapolis, a check for 
$2,327, representing the face value of 
a policy taken out 45 years ago, plus 
accrued dividends. 

With the odds against him 100,000 
to seven, Mr. Agnesberg outlived life 
expectancy tables which gambled he 
would die in 20.2 years. He was 51 
when he took out the policy for $2,000. 


Pioneer Amer. in La., N. Mex. 


Pioneer American of Houston has 
obtained a license and has appointed 
L. A. Hannon state manager, with 
offices in New Orleans. He was for- 
merly sales supervisor for World and 
state manager for Reserve Life in 
Louisiana. He has had nearly 20 years’ 
experience in insurance. 

The company has also been licensed 
by New Mexico. Offices will be opened 
in Santa Fe and Albuquerque shortly. 


. 
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N. W. Mutual Farm Specialists Give 
Sales Tips at Company Convention 
Three specialists in writing rural busi- have done and why he didn’t. He cited 


ness comprised a panel on the subject 
at the Northwestern Mutual annual con- 
vention of agents in Milwaukee. 

H. Neal Jones, district agent at Tra- 
verse City, Mich., emphasized the nec- 
cessity of “keeping the pot boiling.” 
Going into a new territory, to get re- 
sults quickly he followed the company’s 
suggestions in many ways. Blotters 
have been his long suit, and the banks, 
post office, business offices as well as 
homes, have absorbed over 20,000 of 
them in less than three years. He also 
sends out reprints of Northwestern’s 
national advertising, with a blotter and 
a return card, about 700 to 800 per issue. 
He believes one mailing in a rural terri- 
tory is as good as two or three in an 
urban area, and every major mailing 
device has resulted in client sales for 
him. He always leaves something with 
a prospect, as people usually accept 
something free even if their reception 
hasn’t been too cordial. 

He keeps the pot boiling with a little 
newspaper advertising too, also some 
civic work, a service club, a P.T.A. 
meeting now and then, and perhaps a 
few other meetings—for fun and for 
selling Jones, he said. He sends out 
letters regularly and emphasized he has 
found them to be morale builders in 
that even small returns “keep me en- 
couraged and enthusiastic to know that 
someone is waiting to ask for informa- 
tion about our splendid product and 
service.” 

Finds Farmers Prosperous 


Richard K. Jenkins, Cedar Rapids, Ia., 
said he finds the average farmer has a 
fairly large amount of cash reserves, rel- 
atively low indebtedness, and is becom- 
ing more efficient to enable him to com- 
pete. The government is absorbing 
part of his market risk. Prospects indi- 
cate a continued increase in the non- 
farm population, whose appetites will 
demand meat products and whose labor 
unions are clamoring for a minimum 
wage scale that will permit meat on the 
table. ‘“‘Doesn’t it seem likely to you 
that the farmer will be getting his share 
of the national income?” he asked. “If 
he does, he is a prospect and will con- 
tinue to be a prospect for life insurance.” 

Mr. Jenkins listed a number of pros- 
pects available in the rural area, point- 
ing to the increasing number of farm 
boys and girls planning to go to college; 
life insurance to cover farm debts, using 
the short term premium to enable the 
farmer to have his regular premium fall 
due when normally he has produce going 
to market, the earning power of 4- 
boys and girls; watching real estate 
transfers with enough capital involved 
to require a good annuity or single pre- 
mium insurance; life insurance on the 
farm manager purchased by the owner, 
similar to the key man of a corporation, 
and prospects for retirement income for 
a good many farmers. 

Claire Thompson, Spencer, Ia., pre- 
sented a talk on self-organization and 
time control for the coming year. He 
suggested the agent should analyze the 
agents’ year just passed to determine 
what he accomplished and what he might 





Ohio Nat'l G. A. 


Ohio National 
Life has opened a 
new agency at 
Orange, Tex. with 
Edwin O. Nimitz as 
general agent. Mr. 
Nimitz had been an 
agent there for Pru- 
dential. During the 
war he was a lieu- 
tenant in the air 
force. He is active 
in civic organiza- 
tions. 
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his own case for facts and figures to 
show the potential and compared it to 
actual results. He suggested a “desire 
sheet” to list desires, their costs and a 
yearly work plan that will provide the 
financial return to enable the agent to 
accomplish his desires. He stressed 
the necessity of time and effort con- 
trol on a daily and weekly basis. 

At the end of the month one “must” 
is to post the results of the past month’s 
activities to the yearly sales builder. By 
doing so, it is easy to see where the 
agent has fallen short and enable him 
to analyze his efforts for the coming 
period. In order to properly know that 
he will achieve his production desimes, 
he must have a list of qualified pros- 
pects for that period. 

“We realize that prospecting is a con- 
tinuous process,” Mr. Thomas said. “It 
is like the ore that passes into the mill 
to produce useful products. Our pros- 
pects also pass through the interview 
mill and come out either as sales or dis- 
cards. Prospecting starts with you. Re- 
member, people do business with those 
they like and have confidence in. Hav- 
ing found our prospects, we should have 
a reason for seeing them. When things 
have not gone so well, it is time to stop 
and analyze your situation. If you are 
keeping records you will find your weak 
spots easily and can correct them then 
and there.” 


Prudential Letters 
Show Improvement 


The writing techniques course 
launched by Prudential is proving ef- 
fective. 

Review of the correspondence being 
sent out by the 2,100 members of the 
home office staff who recently com- 
pleted the course shows that these men 
and women, who dictate 10,000 letters 
sent out daily to policyholders, staff 
men and the general public, have de- 
parted completely from the staid, com- 
plex and legalistic type of correspond- 
ence so often associated with the in- 
surance field. Readability has been im- 
proved greatly. 

Although the schedule of instruction 
for those originally enrolled has been 
completed, the course will continue to 
be given periodically for employes being 
placed on letter writing assignments. 

Prudential inaugurated the course fol- 
lowing two years of research in the field 
of letter-writing. Course material was 
drawn from 35 authorities on business 
correspondence but many of the writing 
techniques were developed by Pruden- 
tial’s own research analysts. 
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women’s service clubs, university women 
and college alumnae _ associations, 
Y.W.C.A. study groups; many national 
youth groups and young women’s or- 
ganizations. 

Some of the booklets deal with life 
insurance as a part of the problem of 
money and its management; others with 
life insurance exclusively, as “Marriage 
Bonds and Family Security.” 

After distribution through non-com- 
mercial groups is completed, it is some- 
times possible to turn a booklet over to 
the extension and development division 
of the institute under Donald F. Barnes 
for distribution to agents through the 
companies. From the outset, however, 
the approach has been professional. The 
manner in which the booklets are pre- 
pared proves that. 


Doing “A Miss and Her Money” 


For example, in getting together “A 
Miss and Her Money,” Mrs, Eberly 
first of all found out what it was that 
the Girl Scouts were after, what they 
would like to see in a booklet on money 
management for the young miss if the 
institute prepared it exclusively for their 
use, for a time, and they took over its 
distribution. 

The next step was to learn what other 
organizations saw as the need in this 
field — Y-Teens, Tri-Hi-Y, Camp Fire, 
Future Homemakers, and 4-H Clubs. 
Mrs. Eberly checked with community 
workers, librarians of teen-age reading 
rooms, Sunday school teachers, etc. She 
talked with many persons who work in 
the field of family budgets. Educators 
emphasized the point that children should 
not be taught to save for savings’ sake 
but to build up a savings fund they can 
tap for emergencies or for generosity to 
some extraordinary appeal or commu- 
nity need. 


Worked Two Years Preparing 


Mrs. Eberly and her staff talked and 
studied and gathered material for two 
years. Then they began to write. The 
booklet was written seven times. Mrs. 
Eberly checked the final manuscript with 
an expert in the teen-age field, with her 
own children and their friends. She won 
the interest of a young artist who spe- 
cializes in teen-agers. Every effort was 
made to give the booklet a strong appeal 
for those for whom it was designed. 


Used Therapeutically 


A famous psychiatric clinic asked for 
“A Miss and Her Money” for its thera- 
peutic value. Judges, lean ministers 
praised it highly and continue to request 
copies for their use. Many men — fath- 
ers, grandfathers and brothers, appeared 
at the institute office the first day on 
which the New York “Times” review of 
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the booklet appeared. More than 1,000 
letters came in as a result of that re- 
view, and continue to come, the most 
recent one from Alexandria, Egypt. 

“A Miss and Her Money” already has 
a circulation of 120,000 and is in its first 
stage. Later it may be possible to ex- 
tend its usefulness to other groups. For 
the present, the institute budget is pro- 
viding copies of “A Miss and Her 
Money” exclusively to community or- 
ganizations of teen-agers and to maga- 
zines, radio broadcasters and newspaper 
writers who have teen-age audiences. 


FAMILY FORUMS 








Many ministers use the booklet, ‘Mar- 
riage Bonds and Family Security.” 
Some add “Plan Your Family Spending 
for Happiness” and the informal] studies 
to make up marriage kits they give to 
couples they marry. 

Community forums on family rela- 
tions are a compartively recent develop- 
ment in adult education and are very 
popular. Directors of these forums send 
in repeat orders for “Marriage Bonds 
and Family Security.” They use the ma- 
terial (which is never copyrighted) to 
prepare their own bulletins. They pass 
out copies of the material, and employ 
it in other ways. Those appearing on 
the forums often base their talks on 
materials supplied by the institute in 
booklet or other form. 

One important area of this distribution 
to families is through specialists and 
home demonstration agents of the fed- 
eral extension service in rural commu- 
nities and small towns. Public libraries 
form another, and an amazing number 
of personnel directors of industries give 
the books to young employes as part of 
their guidance programs. 

Many magazines offer the booklets to 
their readers. Specialized listings such 
as library services and the “send for” 
list of the Department of Agriculture 
also announce the booklets regularly. 


Other Activities of Division 

The women’s division does a lot of 
things ‘beside produce booklets. Mrs. 
Eberly writes articles for magazines. A 
recent one was “Insure Your Family’s 
Future” in ‘Parents’ Magazine” for 
April, 1949. Four months later letters 


were still coming in about that article. 
Agents and companies bought 50,00 re- 
prints. 


The division puts out the “Family 
Economist,” a regular news_ sheet 
which contains material for woman’s 
pages of newspapers. In the past 10 


years there has been quite a change in 
the makeup of newspapers’ woman's 
pages. They used to contain principally 
food and fashions and furnishings. Then 


they took on child care; another step 
was family relations, and now it is 
money management. Much of the other 


institute material gets on the financial 
pages of the newspapers, but ‘Family 
Economist” material gets to the family 


on the woman’s page. This is impor- 
tant, because while a man earns the 
money, the woman conserves it —and 


spends it. 

Two weeks after the a Econo- 
mist” goes to woman’s page editors 
there is a supplementary agian to peo- 
ple in the life insurance business. Some 
use the facts and stories for their own 
releases in house organs, newsletters, 
in building speeches, and in whatever 
other ways they choose. 


Radic Edition Issued 


A radio edition of the “Family Econ- 
omist” in script form goes to women 
broadcasters who have women and teen- 
age listeners. Here is another channel 
for distribution, both by the broadcast 
word and through the booklets these 
women broadcasters frequently offer to 
their listeners. 

As is often the case in dealing with 
opinions and ideas held by special 
publics, personal contact and member- 


ship in women’s organizations give clues 
to needs and timing. The director be- 
longs to several groups consisting of 
leaders in advertising, public relations, 
and education; of editors, commentators 
and other professional women, as well 
as civic groups, and serves on the New 
York Woman’s Council, which acts in 
an advisory capacity to the state depart- 
ment of commerce. She also maintains 
close liaison with the women’s bureau 
of the Department of Labor as well as 
with other government bureaus con- 
cerned with women’s interests. 

Again, individual and personal work 
extends the division’s usefulness as the 
director goes on speaking trips to vari- 
ous sections of the country. Devoting 
anywhere from a day in smaller centers 
to two weeks in a metropolitan area, 
using radio and television, dinner and 
luncheon speeches, convention appear- 
ances as well as the all-important per- 
sonal conferences, the director works in 
these trips to help make community 
leaders life insurance conscious. 


Aids Numerous Writers 


Perhaps one of the most far-reaching 
activities of this division of the insti- 
tute is the constant flow of facts and 
ideas it provides to publishers, editors, 
staff and free-lance writers, men and 
women who are making speeches. It may 
ibe through the published booklets, par- 
ticularly the informal studies (“ A’ Dis- 
cussion of Family Budgets,” putting life 
insurance in its proper relationship to 
family finances; “A Discussion of Fam- 
ily Security,” presenting income rather 
than capital as the financial basis of 
living.) More often, it is through indi- 
vidual conferences with writers, editors, 
researchers and speakers that the divi- 
sion channels facts about the busness 
to the women of the country covering 
all levels of income, all social status. 
By such methods the division reaches a 
far broader audience than any one or- 
ganization’s budget could possibly pro- 
vide on its own. 

An invaluable source of ideas and 
practical guidance in shaping its activi- 
ties is the advisory committee of the 
women’s division. This group consists 
of three women agents and three home 
office officials, who serve for one year 
or sometimes longer to complete a proj- 
ect to which they are making a special 
contribution. These women afford the 
director a wide range of varied types of 
experience in life insurance and have 
been most generous with their time and 
wisdom. 

Recently, after Mrs. Eberly had ad- 
dressed almost a dozen women’s organ- 
izations in one city, she received an 
urgent request from four of the men’s 
organizations to set a time when she 
would “let them in, too” on what she 
had been telling their wives! 


Insurance Intrigues 
Mutual Fund Men 
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during the question and answer period 


until lunchtime called a halt. One of 
the more zealous trust fund salesmen 
said “I love life insurance; it’s a neces- 


sary evil.’ The fund salesmen then ex- 
pounded on the advantages of buying 
10-year renewable term and placing the 
difference in the mutual fund with which 
he was connected. Among other things 
that he tells his clients is that his fund 
is as sound as life insurance, barring a 
depression, and even in that event, “Isn’t 
it true that moratorium was placed by 
the government on the cash values of 
life insurance policies in 1933?” 


Security of Life Insurance 


The answer to this was, of course, that 
many banks and other firms needed the 
moratorium and asked for it, whereas 
the life companies neither sought nor 
utilized it. Mr. Sutorius said further- 
more that life companies will not have 
to sell a bond to meet a run on their 
funds if it occurred. Even if bonds de- 
fault for several years, he said, life com- 
panies have enough cash coming in to 


meet their obligations with no difficulty, 
Other institutions can’t say that. He 
said there should be no quarrel over the 
uses of life insurance and the investment 
trust fund, as both can be beneficial, but 
he added, that the life insurance pro- 
gram with its waiver of premium and 
settlement option privileges is the part of 
the individual investment program that 
must be completed first. 

Other speakers throughout the four- 
day program took note of the great sales 
record of the life insurance business as 
well as its sales methods and encouraged 
the fund salesmen to imitate them. 


Views on Insurance Selling 


Among the tips given to the fund 
salesmen by Eugene J. Habas, vice-pres- 
ident of Hugh W. Long & Co., a firm 
which directs sales activities for several] 
mutual funds, was that they “make like 
an insurance salesman.” He urged the 
fund salesmen to purchase some shares 
in the funds they are selling. “Do you 
know of a single insurance salesman who 
does not himself have a life policy of 
some sort?” he asked. 

He said that “insurance is like a game 
of chance with little or no odds for the 
house. Premium rates are calculated on 
a basis which will provide the insurance 
companies with the wherewithal to pay 
the face value of the policy out of pre- 
mium payments and compound interest 
on them. Thus, when a man buys an in- 
surance policy, he’s bettine that he won’t 
live long enough to pay all the premiums 
but hoping that he loses the bet. He 
buys the policy just in case he should 
be unlucky enough to win.’ He then 
took up the theme that insurance is fine 
for protection, but that’s all 

He commented that the life companies 
have a tried and tested presentation of 
their product. ‘The insurance people, 
long ago stopped selling policies,” he 
said. “Thev sell the public on what the 
policies will do. I would like to see 
more mutual funds sold on the same 
basis,” he said. 


SEC Spokesman 


One of the final speakers was Harry 
A. MacDonald, of the securities and ex- 
change commission. He told the group 
that the likening of investment shares to 
insurance policies, government bonds 
and savings accounts is “most improp- 
er.” They are mutual funds, not annui- 
ties, he said, no matter how they are 
dressed up. He also noted a tendency 
for the salesmen to do what in the 
life insurance business would be called 
twisting He said that redemptions of 
shares are currently about one-third of 
sales and that the redemptions occur 
most often in the first two years before 
the sales expense has been absorbed. 

Other speakers outlined the sales pos- 
sibilities of mutual funds. Increased at- 
tempts will be made to induce the small- 
er investor to buy shares of mutual 
funds, according to most of the speakers. 
They were pleased by the publicity ac- 
corded them in recent issues of nation- 
ally distributed magazines and newspa- 
pers, and by recent moves of the federal 
government to increase the interest of 
the public in stock market investments. 


Weigh Cal. U.C.D. Problems 


The California Blue Cross, it is under- 
stood, is giving the utmost consideration 
to revising its program to take account 
of the new provision in the unemploy- 
ment compensation disability law giving 
12 days hospitalization coverage at $8 
a day. One report is that the Blue Cross 
may change its plan to provide 70 day 
hospitalization and to make its benefits 
on top of the $8 for 12 days. 


J. F. Williams and W. §S. Lennon 
have been promoted to staff superintend- 
ents of People’s Life of Washington, 
D. C., at Bluefield, W. Va., and Clarks- 
burg, W. Va., respectively. 


Victor Larson, 40 years with Berk- 
shire Life, has returned to personal 
production for the ,Robert F. Ober 
agency, Chicago. He retains the title 
of production manager. 
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LM CLAIMS 


“Biggest”... "best... smallest”... “least”... 
superlatives and qualifying words may distort 

the over-all viewpoint... throwing the composite 
picture out of focus. 

Complete appraisal of any life insurance 
institution requires the evaluation of many factors. 
The company’s history, objectives, financial 
position, policy provisions... these and other 
basic points must be considered. 


An analysis of Fidelity will indicate a 
well-balanced company. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 








... and now we’re going to 
sell YOU assurance 


There are TWO definitions of income: Sometimes 
difficult to live within; impossible to live without! 
Don't be subject to the latter. Assure yourself 


security through the greater opportunities with 


A Strong Company Building A Strong West 


PACIFIC NATIONAL LIFE 
ASSURANCE COMPANY 


Licensed and Actively Operating in the 10 
Western States and the Territory of Hawaii 





Salt Lake City, Utah 


First South and Main Streets 
KENNETH W. CRING, Supt. of Agencies 


RAY H. PETERSON, President 














THE NORTHERN LIFE INSURANCE COMPANY 


Provides its Underwriters — 





@ Generous First-year Commissions 

@ Full Renewals to the I5th Year 

@ Group Life-Accident-Health Protection 

@ A Life Income Pension Plan 

@ Prize-winning Sales Helps 

@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 
Savings 


Managerial Openings in Newly-opened Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bldg., Des 
Moines, lowa; or H. C. Vollmann, 4434 North Dover Street, Chicago 
40, Illinois. 


NORTHERN LIFE 
INSURANCE COMPANY 


Established 1906 
D. M. MORGAN, President 
Home Office: Northern Life Tower 
Seattle, Washington 
x 


LIFE * ACCIDENT * HEALTH 


Issued together at a substantial saving, 
or separately 














THE GOLD I ULE Shaka OFFERS A 


New! Most talked-about plan in 
America today. Instant appeal to 
prospect — covering his future, 
whether he lives, dies or quits. 
Amazing results reported by sales- 
men prove it to be an immediate 
“income-booster.” 


Extensive — field-tested — direct 
mail help. Leads developed and 
preconditioned . . . ready for easy 
sales-closing interviews. Our di- 
rect mail program has proved so 
productive that salesmen have 
labeled it the “GOLDEN” Direct 
Mail Plan. 


Complete insurance programs that 
fill the average prospect's needs 
put in “package” form. Easy-to- 
explain — easily understood. Per- 
mits “closing” sales without ex- 
tensive experience or rate-book 
knowledge. Ideal for making the 
new man an immediate producer. 


What everyone wants! Offered on 
Preferred Risk and Independence 
Guarantor Policies, it gives you 
the immediate “edge” regardless 
of competition. Typical of the 
progressive, always-ahead, sales 
extras Columbus Mutual Agents 


THE GOLDEN RULE CONTRACT enjoy. 


Liberal 1st Year Commissions and Tarn : 
Production Bonus. Write today for Details o e Agency Plan Inquiries held ino strict confidence 
Vested Renewal and Non-Contributing THE COLUMBUS MUTUAL 
Pension Plan. LIFE INSURANCE COMPANY 


Columbus Lo, Ohio 


Substantial Rewards to Your Agents 
for helping you build! DoF. Ball, Presklent Ben b. Hadley, Supt. of Agencies 





